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No Time for Style “Brain Storms” 


UICK action of the Styles Committee of the 
Allied Trade Council is commendable: The 
short, stubby, French last of a radical shape and 

heel has no place on the American foot. It is far too 
short and dumpy in appearance and comfort. It 
might do for a Latin foot in France, Spain and South 
America, but as a style proposition, it is entirely out 
of place on the foot of the American woman. It is 
an outlaw as far as general acceptance in the United 
States. 

It is truthfully stated that you can try out anything 
in New York City, for that congested region has 
polyglot taste. Any vamp 


that most excellent and insidious bit of news, ‘‘ The 
real people are not wearing them, you know.” Just say- 
ing this over and over again at the fitting stool is 
bound to kill it. 

Any merchant who has bought footwear of average 
vamp length, slightly under or neighboring four 
inches, is safe in the volume of business the country 
over. This fact is undeniable; it is your best assurance 
that the sanity of the trade will not permit a radical mid- 
season invasion of a freak now or henceforth. It is 
time to take a stand on the introduction of mid- 
season freaks and to nationally outlaw any such brain . 
storms. There is far too 
many millions of dollars on 





of 214 mches in length car- 
ries with it under-sized lasts 
and exceedingly short fitting. 
We don’t want to make more 
cripples simply because some- 
one suggests our aping a 
radical style, now discon- 
tinued in France. 

It is in the news of the 
day that the French people 
sre now tending toward 
longer vamps as their style 
innovation. Is it for us to 
take an exceedingly unusual 
style, simply because it has 
had a run of luck with the 
comparatively few women of 
Paris? 

The best way to kill the 


Louis Heel. 


A and B. Undersize. 





A. The Real French Square Toe Last. 
B. The Americanized Adaptation with 


C. The Prevailing Recede Toe Style of 


This Season. 
C. With two sizes extension. 


the shelves and in process of 
making to permit any “high- 
kicking-over”’ in styles in its 
logical American trend. If 
the tendency is to depart 
from the long recede toe in 
the novelty game, let it be 
back to the safe and good 
fitting lengths at four inches 
and slightly below, rather 
than to a radical drop to 
two and one-half inches. 
Don’t let the extravagance of 
a wild eyed style complicate 
the rather ticklish problem 
of prices. Just continue buy- 
ing and selling shoes suit- 
able to the American foot and 
good taste. 








French last is by repeating 
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Don’t Jeopardize Fair Profits 


ERE is the distinction between “Mark-up” and 

“Profit.” It is entirely possible for a merchant 
to have a very wide margin of “Mark-up” and a very 
narrow margin of “Profit.” On the other hand, many 
stores are working on a close margin of ““Mark-up” 
and showing a _ very satisfactory margin of 
“Profit.” 

The difference depends very largely upon what the 
store is selling and furnishing its customers besides 
the merchandise that is wrapped in the package and 
delivered to the customer. 

One nationally known shoe merchant conducts 
two chains .of stores. In one of these chains of stores 
he sells very high grade shoes, renders every possible 
service to his customers in the way of perfect fitting, 
charges, deliveries, refunds and exchanges and all 
those other little niceties that go to make up the real 
elite high-grade store. 

In the other chain of stores he sells a good, sub- 
stantial quality of merchandise, but the stores are 
less expensively fitted up, less attention is paid to 
‘ the fitting. In many instances during the rush 
hours the customers fit themselves, the business is 
strictly cash, there are no deliveries of any kind except 
by parcel post and in that event the customer pays 
the postage. There are no refunds or exchanges and 
in consequence the store can be operated on a much 
closer margin of profit than the higher grade store 
owned by the same concern. 

In a certain city this concern has two stores on the 
same street and only one square apart. Frequently 
these stores sell the same shoes. A short time ago, 
for instance, the high-grade store was selling a certain 
shoe for $8.50, while in the cheaper store the same 
shoe was selling for $7.50. In each instance the head 
of this concern maintains the customer got his money’s 
worth. The difference in the service made possible 
the difference in the price. A margin of “mark-up” 
that is sufficient to provide for both overhead and 
profit in the cheaper grade of stores would not pro- 
_ vide sufficient revenue for overhead alone in the 

higher grade stores. 

It becomes apparent then that “mark-up” is not 
the basis upon which should be determined the fact 





as to whether or not a merchant is taking more than 
he should take from the customer he serves. 

Shoes on the shelf of a merchant always represent 

a loss until they are sold and paid for by the con- 
sumer. After that is the time to begin to calculate 
“profit” and loss. 
_ Pulling a shoe out of the she!f here and there, ask- 
ing the cost price and the selling price and then con- 
victing the merchant of being a profiteer on such 
evidence is sheer nonsense. Such investigations do 
not take into consideration the pairs that are on the 
bargain counter to be sold at probably half their 
original cost, nor does it take into consideration that 
greater or less quantity of shoes in every store that 
have been marked down and halted half way be- 
tween regular stock and the bargain counter—the 
P. M. Section. 

And yet, such procedure as this has been resorted 
to in numerous instances where a commission has 
been appointed having government authority to in- 
vestigate merchandise selling methods in various 
communities. 

In too many instances merchants have been sub- 
jected to humiliation and accusation because of their 
own carelessness in not having proper records of their 
own businesses. In too many instances these mer- 
chants have been “kidded.”’ 

There is probably not a man connected with the 
shoe industry in any capacity who would not welcome 
lower prices on shoes as well as other commodities. 

There is grave danger, however, that some mer- 
chants who are not familiar with their actual over- 
head costs may become obsessed with fear and mark 
their merchandise on so close a margin of mark-up 
that they will jeopardize not only their reasonable 
net profit but their financial standing and ability to 
pay their bills. 





An Astonishing Revelation 


ENATOR WATSON’S charges against the Federal 
Trade Commission might be dismissed as un- 
believable, had they not been made in open session 
and backed by evidence. They are monstrous and 
amazing. We have had occasion more than once to 
express adverse views of this commission's findings. 
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If what Senator Watson says is true, we have been too 
lenient when we ascribed its vagaries to incompetent 
ignorance. 

It is an astounding revelation that at a time when 
business, social order and government itself all over 
the world are being challenged by anarchy we should 
find its advocates in the Government’s own executive 
boards, misrepresenting business and deluding the 
public. The reports of this commission have been a 
slander on American merchants and manufacturers 
and a humbug on the general public. They have 
slandered American business, and they have held out 
false hopes to the public. 

They have deluded the public with the idea that 
‘profiteering’ is the leading cause of high prices. 
This is not true and it never was true. For every sale 
of goods in which profiteering may justly be charged, 
there are a hundred sales made at prices as Jow as 
the cost of doing business will permit them to be 
reduced. The public is being grossly deceived in 
having. its attention so centered upon a fals2 
diagnosis and a false ‘remedy. It is financial and 
political quackery in the worst degree. No possible 
good can come of it to any one. 

Whether intentionally or not, such work plays into 
the hands of radicalism. It unjustly builds up prej- 
udice against merchants as representatives of the 
sane and substantial middle class, especially hated 
by every long-haired anarchist and bolshevist. They 
are all doing their utmost to injure merchants and 
manufacturers, to destroy business. It is certainly 
a strange situation to find a Government board openly 
accused of helping along this destructive and ne- 
farious work. 





For a Business Chieftain 


HERE is much vital, salty material in a long 

editorial in the Saturday Evening Post of 
October 4, under the heading “For .President.”” The 
notable key word is this; “First, nominate some 
ideas.”’ In our opinion, no better suggestion was ever 
made for political guidance. It develops naturally 
into a call for a capable, practical business man for 
President. Is there anything which the business of 
this country needs more than just that? 

The Post’s platform is short enough to quote in 
full: ‘“‘Work or starve. Save or want. Play together 
or you’ll—play hell. Bea good American or get out.” 

That is short enough for anybody to remember— 
and it says a lot more than columns of the usual punk 
ponderosity and pompous twaddle of political plat- 
forms. This world is tired of words, more utterly 
wearied with language than it ever has been since the 
original confusion of tongues on the banks of Eu- 
phrates. 


Who Owns the Hides? 


HE United States owns one-sixth of the cattle of 
the world, one-tenth of the sheep, and none of 
the goats, except a few on ranches and dumps. The 
British Empire, through its colonial possessions, owns 
one-third of the cattle and sheep, and one-fourth of 
the goats. 
Because of these conditions, the American shoe 
and leather trade is largely dependent on the British 
Empire for supplies of hides and skins. 











Some years ago the ‘“‘Recorder”’ laid down this formula, which never has been chal- 
lenged: ‘“‘One day’s wages will buy a better pair of shoes in the United States than it will 
anywhere else in the world by from 20 to 40 per cent.”’ To revise that formula to date, the 
percentage of the American consumer’s advantage should be increased; it should read: “By 
from 40 to 200 per cent.”? Let the wiseacres who think they have a grievance against the 
American shoe trade ponder this true statement with close and earnest attention. 

This is not only the best shod of nations, but the cheapest shod, absolutely as well as 
relatively. This truth cannot be set forth too often. 
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Emphatic Resolution Against French Last 


Unanimous Disapproval of Radical, Short-Vamp, Square-Toe French Last 


At a special meeting of the Women’s Styles Committees of the National Shoe Retailers’ 
Association, the National Boot and Shoe Manufacturers’ Association and the American Last 
Association held in New York on October 22, which meeting was called specifically to consider 
the short-vamp, square-toed French last, it was the unanimous view of the joint committees 
that the radical, short-vamp, square-toed French last is not adapted to the American foot, 
that it is not artistic or stylish, and therefore should be “‘turned down”’ by the trade. 


It was strongly the opinion of the committee that merchandise which conforms to the 
style recommendations previously promulgated by the National Shoe Retailers’ Association 
Styles Committee, concurred in by the joint Styles Committees of the Allied Council of 
the American Shoe and Leather Industries and Trades, wherein was recommended “‘vamps 
be not longer than four inches,”’ will continue as the leading styles for Spring, 1920. 


Discussion brought out that there is a very limited call for the old-fashioned American 
stage-last with an extreme high heel and stage vamp, and the committee recommended that 
retailers should not encourage this type of shoe but should cover their requirements with a 


few pairs. 


With the addition of the above recommendations, the Joint Committees reiterated its 
support of the original Spring, 1920, Styles’ Program. 


Passed in Special Meeting 
Allied Styles Committee 
New York, Oct. 22, 1919. 











Style Conference Meets 


Studies French Last---Finds It 
Unsuitable for American Feet 


New York. 

N a call of Julius Goldberg, chairman of the 

Women’s Style Committee of the Allied Trade 

Council, leaders of the industry met in New 
York for a discussion of the French last and its effect 
upon the program of style developed in August, 
applicable to Spring 1920. It was perhaps the most 
active meeting of the Style Committee to date. 

Mr. Goldberg in opening the meeting said that the 
style was not inaugurated by the merchant, but was 
quickly developed in New York, having been in- 
fluenced by the presence of French war brides and the 
showing of models by French costumers, wherein 
the manikins wore the short, stubby French last, 


strapped slippers. AMERICAN LAST 


A shoe of greatest satis- 
FRENCH LAST A Tendency Toward Shorter Vamps faction in comfort and 
appearance and suitable 
for American foot—usu- 
that any style under a four-inch vamp would be ally gives one to two 
positively good for Spring. He remarked that there sizes extension. 


A shoe notable for the short, ‘ ‘ 
Ghd Ladin ‘tims, eonally He said that there was no occasion for alarm and 


short-fitted by one to two 
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was a tendency toward shorter vamps, easing down 
to 3% and 334, and that merchants might need a few 
pairs of the extremely short types simply to be pre- 
pared in case the customer should insist upon seeing 
them. 


Extremely Short French Last to Be Discouraged 


Emil Weil of Brooklyn said that merchants must 
not forget merchandising value, and that to pile on 
additional stock at a higher price is going to make the 
profiteering charge more general in the public mind. 
Merchants should boost and advertise American 
styles and discourage the extremely short French 
last. “Itis a type of shoe,” said Mr. Weil, “which gives 
bunions and ingrowing nails and is bound to be 
extravagant and bewildering to the customer. You 
can take a short last and lengthen it, but you can’t 
take a long vamp last and shorten it, because the latter 
subterfuge gives a bunion affect. The French last is 
suitable for a Latin foot and at that they have got 
to use ribbons and straps to hold them on their foot.” 
Styles in Shoes Depend Upon Skirt Length 

Frank R. Briggs of Boston asked for a gradual 
development of any new style tendency and said that 
the whole thing depended upon the length of skirts. 
If they are to be radically shorter, then there is a 
possibility of a change. If they were to remain at 


present heights with the great volume of the American 
public, then today’s styles will continue with safety. 
The tendency would be on the short French last for 
the American woman to buy but one pair. 


Attitude of Ohio Shoe Merchants Stated 


Harry McLaughlin of Cincinnati said that there 
had been a meeting of the Ohio State Retailers in 
Columbus at which it was debated that if manu- 
facturers were going to push the new French last, 
there would be wholesale cancellation of business 
already placed. He said it was reported in the 


Cincinnati retailers’ meeting that some manufactur-: 


ers could build French last footwear in forty-five days 
and still couldn’t get out pointed toes in three months. 





BOOT AND. SHOE RECORDER 39° 


Short French Last Not Adapted for American 
Feet 


George Baker of Brooklyn said that the reason why 
shoes could be made up quickly on shorter vamp 
effects was due to the fact that manufacturers had 
thousands of old stage lasts that could be used for 
immediate shoe making. Production in the factory 
was on a reduced scale, largely because manufacturers 
could not get the pointed Jasts from the last makers 
and that the utility of old lasts made possible quick 
production. He was of the opinion that a develop- 
ment of stage lasts was a mighty good thing as a 
novelty feature, but that the radical short French 
last was too extreme for American use. 


Last Man States Difficulty of Block Situation 


Frank W. Cooke, a last man, said that the block 
situation was extremely difficult, that as far as pro- 
duction goes it would be impossible to get out any 
volume of lasts for months. Most plants were filled 
with orders until February and that new orders now 
would necessitate an advance in price. The-old stage 
last had a round toe with a knob on it. The French 
last has a thick toe slightly receding and with a 28-8 
heel. 

Opinion of W. J: Hallahan 

W. J. Hallahan said that the French last was 
something not meant for American feet. He sent his 
salesmen out with “pullovers” and they didn’t bring 
in an order, because they strongly urged the merchant, 
for his own protection, to stay away from them. 

The Introducer of French Stage Last Gives Data 

Charles L. Thompson of New York, who by the 
way is the introducer of the French stage last, told of 
his experiences and said that out of one hundred and 
seven pairs of shoes sold in one day fifty-seven were of 
the French pattern. This was due to his advertising 
and to his being first in the field. 


Percy Hart of Cammeyer’s Presents Status 


He was immediately followed by Percy Hart of 
Cammeyer’s, who said that he had not sold a single 





The Real French Last Has a 
High Straight Heel 


The Modified French Last Tried 
Out in New York 


The Normal American Last for 
American Feet 
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pair. We advertise what we have to sell and our. 


customers have faith in our selection. I have only 
two hundred pairs of French lasts on order and do not 
care whether they come in or not. 
Alfred A. Kohn Speaks for Fifth Avenue 
Alfred A. Kohn of Fifth Avenue said that he did not 


think that any exclusive shoe store on Fifth Avenue 


would touch the French last and he presented a state- 
ment which was heartily received by the committee. 
A. H. Geuting Urges Shoes of Fitting Values 

A. H. Geuting, Philadelphia, said, ‘““We are not 
going to feature them, we are going to sell what we 
have. What people want some one must supply and 
many stores have always had a sale for a stage last. 
In the history of the shoe trade that change must 
come sometime, but if we are to have shoes on the 
short order, let us hold them back until their proper 
season. It is for the Style Committee to discourage 
the French last and to urge the selling of shoes that 
have fitting values. 


Mark W. Selby Wants Merchants Assured on 
Shoes Bought 

Mark W. Selby of Portsmouth said, “‘we have 

gotten telegrams, ‘are the shoe styles right’ and I 

would like to see all merchants given absolute as- 

surance that the shoes they have bought are ab- 

solutely right. Unless we can settle something for a 


Oct. 25, 1919 


season at a time, we are going to fail as a style con- 
ference society.” 


The Roster of Attendance 


The men in attendance are as follows: Herbert J. 
Rich, B. Rich & Sons, Washington, D. C.; Percy E. 
Hart, Cammeyer’s, New York; George W. Baker 
Shoe Company, Brooklyn; Charles Klaiss, of John 
Wanamaker’s, New York; Emil Weil, S. Weil & 
Company, Brooklyn; Charles L. Thompson, Op- 
penheim & Collins, New York; A. S. Aronson, Wm. 
Filene’s Sons Company, Boston; Mark W. Selby, 
Selby Shoe Company, Portsmouth; Oliver DeRidder, 
E. P. Reed & Company, Rochester; Alfred A. Kohn, 
Fifth Avenue, New York; J. D. Kennedy, Jos. Horne 
& Co., Fitchburg; Frank R. Briggs, Thos. G. Plant 
Company, Boston; A. N. Blake, Watson Shoe 
Company, Lynn; Sol Wile, Secretary National Boot 
& Shoe Manufacturers’ Association; W. W. Willson, 
Willson’s Shoe Shop, Boston; William J. Weir, New 
York Last Company; Fred Drew, Brockton Last 
Company; Frank W. Cooke, R. 8. McNeill Company, 
Brooklyn; Fred S. Lamport, John Pell Last Company, 
Newark, New Jersey; H. C. McLaughlin, Potter Shoe 
Company, Cincinnati; Walter J. Hallahan, Hallahan 
& Sons, Philadelphia; J. A. Goldberg, O’Connor & 
Goldberg, Chicago; James H. Stone, Editor Shoe 
Retailer, Boston, and A. D. Anderson, Editor “Boot 
and Shoe Recorder,” Boston. 





Don’t Popularize an “Ugly Style” 


Stick to Footwear Suitable for the American Foot 


By ALFRED A. KOHN, New York 


MERICAN shoes are famous throughout the 
world as being the most beautiful and artistic 
footwear extant and such that American shoe 

styles are the criterion style standards of the world 
and are looked upon in every country accordingly. 

The present styles which are now being shown are 
authoritative and those coming out for the Spring of 
1920 which are now in course of making are authentic 
and approved by the Styles Committee of the Na- 
tional Shoe Retailers’ Association of America. Also 
the feet of the American women are now and will 
always be the best-dressed feet in the world. 


An Opportunist’s Style 


We do not recommend or advise the wearing of 
extremely short vamped and blunted widened toe 
models which are now being exploited by a few oppor- 
tunists in the trade who are taking up again the old 
and abandoned stage last with extreme short vamps of 


many years ago, and endeavoring to bring them out 
as French models which were, and are, nothing but 
what was considered inartistic and that they would 
simply be reproductions of abandoned types of foot- 
wear formerly used only in this country, often some- 
times on the stage. 


For Latin Foot—Not American 


The types and styles which are being exploited are 
also detrimental and injurious to the feet on account 
of the toes being forced extremely into the ends of the 
shoes which press them there so very tightly by the 
weight of the person against the end of the toes that 
the ball joint of the foot will be thrown out of line, 
and the development of corns and bunions and in- 
growing nails will be brought about. In addition to 
this, abnormal developmert of the tarsal joint will be 
brought about in aiding to the development of 
abnormal feet. 
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Due to French Stylists 


The demand for this type of shoe is now being 
created from being worn by French girls who have 
come to this country within the past few months; 
and also having been photographed and shown at 
exhibitions by French dressmakers who use them for 
footwear on their manikins in making exhibition 
displays. It is presumed that ordinary French girls 
are wearing these shoes on account of the high prices 
of other styles in France. and were compelled to 
allow their feet to be photographed with this very 
ordinary style of footwear which has prever been 
adopted by the real French society women in Paris 
who conform usually to our high-class American shoe 
styles and toe shapes and are now wearing them. 


A Menace to Present Stocks 


At the present cost of production and the shortage 
of labor, shortage of materials and the slow delivery 
of lasts, etc., to bring back this antique style of foot- 
wear into fashion would be detrimental instead of 
enterprising to the entire trade, who are now stocked 
with modern and beautiful American styles of other 
types; and that the departure from them now would 
bring about a radical change and with the present 
high prices, almost every dealer throughout the coun- 
try would be forced to sell his stock at reduced prices 
in order to make this radical change in style; and that 
it would be suicida) trom all points to introduce this 
style of shoes generally. They have always been sold 
by a few dealers in this country, and the limited few 
that desire them can obtain them from specialty 
stores which have thrived on them for years, and 
fundamentally they could not be accepted as any- 
thing new by the trade. 

As propaganda and to demonstrate the absurdity of 
this type of shoes, dealers are advised to keep in 
reserve a few samples of them for comparison to 
American shoes which on account of their good fitting 
qualities do not require straps over the foot to hold 
them op. 

Not Practical or Artistic 

Let us put our stamp of disapproval as recom- 
mending them as not being in vogue or even called 
fashionable or stylish for the present mode of dress, 
and we also request that the American woman also 
put her stamp of disapproval on this style of foot- 
wear as not being artistic, as not being practical and 
as not being anything new for her to recognize as 
fashionable; and that it would mean to her a change 
of all her shoes to extreme short vamps, which would 
mean great extravagance which is not necessary at this 
time at the high cost of shoe production, but that she 
continue to adopt and purchase as many of the 
artistic and beautifully shaped modern American 
styles of footwear as her pocketbook affords ard she 
will continue as the best shod woman in the world. 
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A Michigan Convention 


State Shoe Merchants Will Meet at Lansing 
September, 1920 


If getting on the job early counts for anything, the 
Convention of Michigan Retail Shoe Dealers’ Associa- 
tion, to be held at Lansing the early part of next 
September, wall be a winner. 

The local Retail Shoe Merchants’ Association of 
Lansing is a live-wire organization and is entering into 
the spirit of building a State convention with an en- 
thusiasm that is sure to bring results. 

At the last monthly meeting of this association 
fifty-four merchants and salesmen were in attendance 
and the topic which occupied most of the time was 
that pertaining to convention arrangements. E. H. 
Davis of Davis Bros. was put in charge of the publicity 
part of convention arrangements and he is already on 
the job and going to it. 


Lansing a City of Live Shoe Men 


Unlike most capital cities, Lansing is a city of big 
business interests and of progressive methods. No 
small part of the progress that has come to the city 
within recent years is due to the activities of the 
retail merchants of the city, and the shoe merchants 
are not behind their fellow craftsmen in civic activities. 

With J. E. Wilson of Detroit, recognized as one of 
the foremost shoemen of the country, at the head of 
the Michigan organization, and a peppy, active bunch 
of retail merchants in Lansing to take care of the 
local arrangements, it is a safe prediction that the 1920 
Convention of the Michigan Retail Shoe Merchants’ 
Association will prove a success and of untold value 
to every merchant in attendance. 





A Membership Drive 


By Boston Retail Shoe Salesmen—C. W. Pollock, 
Chairman 


On Monday evening, October 20, the Boston 
Retail Shoe Salesmen’s Association held its largest 
meeting in two years at Du Pont’s restaurant. The 
guests of the evening were: Hollis B. Scates, Irving 
Howe, W. W. Willson, C. C. Ferrers and Claude A. 
Derr of Worcester. 

C. W. Pollock, chairman of the membership com- 
mittee, reports 29 new members secured for the 
association. Mr. Pollock and his co-workers on 
membership—Thomas Carey of Thayer McNeil 
Company, and Mr. McNulty of the Ramsey Com- 
pany—are putting in their most enthusiastic efforts on 
membership. Mr. Pollock says that his committee 
expects to double the membership before the next 
meeting, which will be held the second Monday in 
November at Du Pont’s. A drive has been started 
to secure 200 members by January 1, 1920. 
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FOOTWEAR PRICES JUSTIFIED 


H. C. L. Committee Reports No Findings Re- 
garding Shoes 


Washington, October 22—Senator Ball’s Special 
Committee which investigated the high cost of living 
in the District of Columbia and heard a large number 
of Washington shoe merchants in the course of the 
inquiry made its report to the Senate this week. 
While declaring that there had been profiteering in 
foodstuffs the report made no mention of shoe prices. 

Privately, the Senator interviewed informed our 
correspondent that the sub-committee found that 
there was nothing which it could recommend with 
reference to shoe prices, although certain information 
regarding freight rates had been obtained which 
would be referred to the Interstate Commerce Com- 
mission in the hope that some relief to shippers might 
be obtained which would serve in a small degree to 
lower shoe prices. 

In short, the committee was able to find nothing which 
would indicate that the price of shoes at retail in the 
district was higher than trade conditions justified. 


WINDOW CONTEST PRIZES 


F. Blumenthal Company’s Activities for Colored 
Kid Week 


A window contest for retail shoe merchants of the 
country has been arranged for Colored Kid Week, 
beginning November 3. Cash prizes of $100,000 will 
be distributed. For the best window a prize of $500 
and $50 each for the 10 next best will be given. 

Retail shoe merchants are urged to enter this 
contest, not only because of the cash awards, but also 
because an attractive color kid display, backed up by 
the full force of national trade papers, magazine and 
newspaper advertising, must stimulate business and 
develop the actual sales. 

Retail shoe merchants should photograph their 
windows and send the picture to the Fashion Public- 
ity Company Contest Department, 27 Cedar 
Street, New York City. 

Competent judges are being carefully selected 
among prominent men in the shoe industry. The 
winners in the contest will have their names pub- 
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lished in the various trade papers. Contest closes 


November 15. 


WHO’S SELLING FRENCH LASTS 
Not the Best Fifth Avenue Stores 

New York—The springing into prominence of the 
French last for women, with its blunt round toe and 
narrow vamp, is worrying both manufacturers and 
retailers-here. The high class boot shops on Fifth 
Avenue, such as Slater’s, Kahn’s, Hanan’s and Cam- 
meyer’s, are not showing shoes of this type. The 
I. Miller stores are showing them merely because 
there is a demand for the style, according to Maurice 
Miller. Stores that are displaying such shoes include 
Oppenheim, Collins & Co., Franklin Simon & Co. and 
many of the smaller novelty boot shops. 

One of the largest retailers declared that the pos- 
sibility of such a style becoming popular was great 
and that the retailers were facing large losses unless 
they combined to kill the style, since the majority 
of Fall and Spring stocks are made up of the long 
vamp and pointed toe styles. 

The French last is shown in oxfords, strap and one 
eyelet pumps, in black patent leather, kid, satin and 
velvet. All have the full Louis heel. 


TROUBLE WITH REPAIRERS’ UNION 
A Strike with All Strikers Back at Fyfe & Co.’s, 
Detroit 

Detroit—There is a difference existing between 
R. H. Fyfe & Co. of Detroit and Union officials. 
The latter have posted the former as unfair, as not 
paying Union wages. The facts of the matter are as 
follows: 

A union of shoe repairers was organized in Detroit 
a few weeks ago. R. H. Fyfe & Co.’s men joined with 
others. Shortly afterward a representative of the 
Union called upon the general manager, A. O. Day, 
and demanded that the repair shop be unionized, that 
Union hours and Union wages be paid. Mr. Day 
declined to make the repair department a closed shop, 
at the same time pointing out the fact that a number 
of the men were making from 10 to 25 per cent more 
under the piece-work scale than they would under 
the new Union scale. The men were induced to go 
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out on strike. A week later the firm advertised for 
repair men and the old men asked to have their former 
jobs restored to them at the former wage scale—they 
were already sick of the Union. The workmen, hav- 
ing given satisfactory service preceding the strike, 
were taken back and the work in the shop resumed its 
old-time activities. The Union officials were not 
satisfied to have this firm employ their old men at the 
higher scale of wages and posted the store as unfair 
in the Labor News. At the present writing a dead- 
lock results from these unfortunate circumstances. 
The anomaly of a strike with all the strikers back at 
work exists in this store. 

Mr. Day is emphatic in his assertions that he has 
only a kindly feeling toward Union labor and is will- 
ing to employ Union and non-Union labor in the 
repair shops, but that he can see no benefits that will 
arise to either the men or the firm by instituting a 
closed shop. 


A BOOSTER TRIP 


To New England Cities in Behalf of National 
Convention Interests 


On Tuesday morning, October 22, at 9 a.m., a 
delegation of four 1920 National Convention boosters 
left the Boston Shoe Trades’ Club in an automobile 
for New Haven, where they addressed a meeting of 
local retail shoe merchants. 

The meeting was held at 1 o’clock at Cafe Malone. 
Luncheon was served, after which the visitors aroused 
much enthusiastic interest in the matter of attending 
the National Convention of January 12 to 15. 

From New Haven, the party proceeded to Water- 
bury, where a meeting was held at the Chamber of 
Commerce Building on Wednesday, October 22, at 
8.15 p.m. 

On Thursday, October 23, Worcester was the 
strategic point, where a meeting was held at 6.30 p. m. 

Springfield was the next city “taken” in National 
Convention Interests. 

The delegation of four consisted of John J. Buckley 
of the Regal Shoe Company; I. H. Morse, Lowell; 
Enslyn Gardner, secretary 1920 National Convention 
Committee, and Ezra R. Grover, editor of Leather 
Department of the “Boot and Shoe Recorder.” 

Mr. Grover explained to the retail shoe merchants 
in the various cities visited the correct status of hide 
and leather conditions as they affected the retail shoe 
prices for Spring. 


UNWILLINGNESS TO WORK 


“Chief Trouble’? Says President’s Industrial 
Conference 

Washington, D. C.—The consensus of those stu- 

dents of conditions who are attending the President’s 

Industrial Conference is that the chief trouble with 
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the country is an unwillingness to work. The same 
story comes from every industry in the land, a tale 
of loafing on the job, cutting down production and 
plain loafing. With that kind of labor, at the prices 
paid for it, any material decrease in the cost of shoes 
or bread or any other staple is quite impossible, 
according to the economists. 


Government Control Taboo 


The Federal Trade Commission is continuing its 
attacks on the packers, but cattlemen and others com- 
ing to Washington are almost unanimous in declaring 
against the Kenyon Bill and are about evenly split on 
the Kendrick Bill. They seem to be very fearful, in 
every case, of Government control of anything. In 
fact, a study of sentiment as revealed by visitors to 
the Capitol indicates that the overwhelming majority 
of the American people want nothing so much as that 
the Government should stop interfering with the 
processes of trade and permit natural laws to function 
without interruption. 

The idea of having the public boycott the retailers 
is considered abortive. If there is anything the 
matter with business, the way to cure it is not to kill 
business entirely. Politics may be important, but 
the very life body of America, and of every nation, is 
trade. To try to break it up and by mere weight of 
Government power destroy the combined publicity 
of the merchants of the country, inaugurating, in 
other words, an anti-buying campaign, would seem 
to be surely ‘the very acme of folly. The country is 
not suffering from too much business, and no sensible 


_ man thinks that it is. 


“PRICE AFFIXING” FALLACY 
No Relief to H. C. of L. in Anti-Profiteering Bills 


Washington, D. C., October 24—The Siegel Bill 
has been given more attention outside of Washington 
than in Congress. It isa matter of common knowledge 
that the House Committee on Interstate Commerce is 
not going even to consider the measure, and for the 
very good reason that some of the best lawyers in the 
House have pronounced it to be obviously unconsti- 
tutional. If it were enacted, the courts would throw 
it out. But no such report has been made on the 
Kelly Bill, or other forms of the Stephens Bill, and 
those interested should watch them. 

A number of merchants seem to be under the im- 
pression that the Siegel Bill is just the old Stephens 
Bill. It is not. The Stephens Bill was designed to 
enable manufacturers to get a standard price, fixed by 
themselves, on their products. The Siegel Bill is an 
anti-profiteering measure, and would require each 
agency through which a pair of shoes passed, say, to 
affix its cost tag. Some articles, under that method, 
would come to a purchaser a mere mass of tags. 








ROOSEVELT DAY 


Observed by Boston Shoe Trades’ Club at Its 
Weekly Luncheon 


“Roosevelt Day’’ was observed by the Boston Shoe 
Trades’ Club at its weekly luncheon and meeting 
Wednesday noon, the orator of the occasion being 
James T. Williams, Jr., editor-in-chief of the Boston 
Transcript, who for many years enjoyed a close per- 
sonal friendship with the famous American. 

In the absence of the president of the club, E. B. 
Terhune, Vice-President Thomas F. Anderson urged 
the shoe and leather trade to contribute liberally to 
the Roosevelt Memorial Fund now being raised 
throughout the country, and said that today we sadly 
miss the forceful personality and greatly need the 
patriotic influence of Roosevelt. 

Mr. Williams, after stating that as a journalist he 
had known Theodore Roosevelt from 1902 to 1917, 
during which time he had enjoyed various personal 
conferences with him, said in part, “Even to one who 
knew intimately this good man and great American, 
the effort to do him justice in a public address is so 
futile as to be almost presumptuous. 

“He was absolutely courageous in matters of legisla- 
tion affecting labor and capital and did not shrink 
from undertaking to purge capital of its abuses. He 
was no friend of an invisible Government. 

“Never in any of the many critical situations in 
which he found himself was it ever possible to detect 
in him any belief that he was doing a thing that might 
eventually frighten him.. The great thing about 
Roosevelt's life today is the fact that in honoring his 
memory we are doing something that as a nation we 
can do equally well in the North, the South, the East 
or the West, for he had traits that our people like to 
believe are typically American. He will be remem- 
bered for his high political ideals, his splendid home 
life, his sense of duty and his forehandedness, and for 
his consistent refusal to allow obstructions of any kind 
to interfere with the attainment of his goal. 

“When the time came for him to leave us there was 
a deep sense of personal loss in many homes whose 
occupants never had seen him. His great ambition 
was to make America a better place for all of us to 
live in.” 


REPAIR WAGES 


A Comparison of Compensation Between Eng- 
lish and American Workers 





Some American shoe repair men may like to com- 
pare their wages with those of their British brethren. 
The British wages, for a 48-hour week, are these: 
Repair men 21 years and over, $15.82; repair men less 
than 21, $10.95; repair men less than 20, $9; repair 
men less than 19, $7.79; and so on down to repair 
men less than 15, who get $3.16. This is the minimum 
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wage, as fixed by the Boot and Shoe Repairing Trade. 
It is less than the regular American wage, which is, 
on the average, about $24.00 the week. 


GOVERNMENT LEATHER SALES 
To Gradually Dispose of All Holdings 


Washington, D. C., October—The Army has begun 
a movement to get rid ot its stock of surplus leather. 
So far no announcement has been made of any sales 
of leather suitable for shoes, but a large quantity of 
harness leather is being advertised for sale. One of 
these offers concerns a quantity of leather stored in 
Chicago, which is described as follows: 

Seven hundred thousand pounds of russet har- 
ness leather sides and backs; 880,000 square feet of 
russet collar leather, various weights; 115,000 square 
feet of russet calfskins; 20,000 pounds of sole leather 
backs; 50,000 square feet of russet strap leather, 
various weights; 19,000 square feet of Latigo leather 
sides and backs. 

These lots will be sold at public auction November 
14 at the office of the Zone Surplus property officer, 
at 1819 W. 39th Street, Chicago. The total value of 
this stock is estimated at $1,500,000. 

The second lot offered consists of 828,720 pounds of 
black leather sides, now stored at Jeffersonville, Ind. 
It is offered for sale under sealed bids, to be opened at 
2 o'clock p. m., November 6, by the Surplus Property 
officer at Jeffersonville. 


TO OPERATE REPAIRING UNITS 


At Permanent Camps for Soldiers 

Washington, D. C.—The Government is going into 
the shoe repairing business, according to an announce- 
ment just issued from the War Department. The 
repair shops wil] be established at all permanent camps 
and posts where such facilities are not available. The 
order applies to clothing as well as to shoes. 

Ships Now for Safety 

Washington, D. C., October 24—Merchants should 
have all the shipping possible now. There is great 
uncertainty about railroad legislation and threats are 
almost open of strikes during the Winter. Also, in 
spite of the attitude of Mr. Hines, it is altogether 
likely that some increases in freight rates will be 
found imperative. The wise merchant, to avoid extra 
cost and possible long delays, will do all the shipping 
he can now, according to men in Congress who have 
given the matter their attention. 


Official Profiteering 
The Government, at its retail store in Washington, 
is charging $4.50 (four dollars and a half) for second- 
hand, remade shoes, of no exceptional quality or 
style, but is not accusing itself of profiteering. 
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Explaining the 20 Per Cent Drop Since August 


Statement of J. Frank McElwain Analyzed to Give Merchants 
True Situation Today 


HE shoe and leather trade in the country at 
large was amazed last week at the quotation 
from the newspapers alleged to be from a 
prominent shoe manufacturer to the effect that shoe 
prices would be normal by next Spring. This was 
immediately followed by a denial which was intended 
to have as much publicity, and was followed by the 
manufacturer’s original statement that there had been 
a decline of approximately 20 per cent in the price of 
hides from the high point reached in August. 

In order to give our readers something about the 
true situation as guidance for their business we present 
a table showing prices on the more important classes 
of hides and skins and leather as nearly as can be 
approximated in the classes into which the raw 
material enters. 

This will show the war prices of a year ago, the 
prices that the market reached when at the top point, 
and of today. During the decline in hide values of 
about two months ago there was a slump of about 20 
per cent on certain classes of hides. There has been 
some recovery from the break and the decline ranges 
from 10 to 20 per cent now below the highest point 
reached in the Summer. 

Skins did not decline proportionately, although 


cations of goatskins are higher than they were during 
the Summer. 

An important phase for retail shoe merchants to 
bear in mind is that leather made from hides when 
they were at the peak would cost more than it had at 
any time. 

Leather values would have been higher undoubtedly 
had it not been for the decline in the raw material 
market, and even with present values much of. the 
leather cannot be produced at old prices or values for 
which leather was contracted for last Winter and 
Spring. The bearing of this on shoe values is that 
there is nothing now in the way of raw material prices 
or production costs to warrant the expectation of any 
lower prices either for leather or shoes. There has 
been a little easier tone to some grades and selections 
of side leather and a large amount of side leather now 
enters into fine shoes for all classes of trade. This 
runs in price for the cheapest and damaged selec- 
tions at 50c or below up to around 90c per foot for the 
best, all according to selection, color, finish and quality. 


High Cost of Calf and Kid 


Calfskin leather begins at-around $1.00, or a little 
below, per foot for the cheaper grades and runs along 





some weakness developed in calfskins. Some classifi- 


(Continued on page 50) 








o _ * 
Prices of Hides and Skins 
Per lb. (cents) War Prices Aug. 1 Middle of Oct. 
1918 1919 1919 

CS MOI UNION osc. 3 oo 0, sb ptaie 0.0 tn 285s —@ 30 53@ 54 —@ 48 

er I a cos os se aa koe alee s gee st —@ 28 —@ 4834 —@ 43% 

PN Sori, re od Serkie cok oases —@ 22 53@ 55 455@ 46 

Wt WOE: 28S A SS —@ 21 45@ 50 35@ 36 

No. 1 Chicago City Calfskins................ 34@ 44 80@ $1.00 70@ 90 

Kid Skins 
ee EC? pees) Be ©, Seopa eer ene —@ $1.30 —@ $2.10 $2.00 @$ 2.20 
Wee dad: Patines .. i. isco 5 ccc ci ccecc cus. , OO 4GSIE $26.00 @$27.00 — @$23.00 
Leather made from above classifications as nearly as it can be approximated 
Sole Leather, per lb. (cents) : 

Se TS SS ee eee rere. 80@ 85 94@ $1.00 98@ $1.05 

~ First Quality Extract Tannage.............. 80@ 85 —@ 94 —@ 94 
Upper Leather 

Colored Side Leather....................... 35@ 45 75@ $1.00 —@ 94 

Black = scsaphagat DEES, SPN AS cater, SRE Doth 35@ 45 70@ 95 —@ 95 

Calf (Black and colors)..................... 65@ 73 $1.00@ $1.60 $1.00@ $1.50 

‘Kid os Or et Sed. ki tidest seat 60@ 70 $1.00@ $1.75 $1.25@ $1.60 
































EVENING WEAR 


OWNS —In nets, 
& chiffons, laces, vel- 

vets and brocade 
in the elaborate creations 
of gold and silver. Taffetas 
and novelty silks in light 
colors or dark, rich shades. 
In brocade, a silver with 
green or blue, or gold and 
turquoise, cerise and the 
brown shades. A _ train 
effect, extending from 
waist or shoulder in a strip 
about 9 inches to some distance on the floor. 

Hosiery—Golden colored silk in shades to harmon- 
ize with gowns usually with lace and sometimes jet 
inserts. ; 

Jewelry—Pearls the favorite, with jet a close second. 
Feather fans. 

Gloves—Long white glace. 

Shoes—Cloth of silver or gold opera slippers 
with rhinestone buckles, where dress of metallic 
fabrics are worn; with black or very dark effects 
a black satin slipper with rhinestone buckle. 

Dinner Gowns—Laces, nets, chiffons, velvets and 
brocades usually very elaborate, most of them having 
short sleeves of transparent fabric, some are high cut 
in the back; colors: black, national blue, and bronze. 

Jewelry—The same as in full evening dress. 

Hosiery—The same as in full evening dress. 

Shoes—Patent leather pump with cut-steel 
buckle, high Louis heel or opera kid slipper 
with small tongue or black satin pump with 
cut-steel buckle. If bronze effects are to be 
worn, a bronze kid pump with a bronze steel 
buckle or a black suede with jet buckle. 


DAY DRESS 
(Afternoon Teas and Bridge Whist) 

Dress—Of duvetyn, velvet or other silk embroid- 
ered fabric, trimmed with fur or made to give dressy 
effect in soft, rich colors and occasionally in beige, 
pearl gray or tan. 

Furs—Elaborate in ermine, beaver, nutria, kolin- 
sky, Eastern mink, broadtail or fox. 

Hats—In material to correspond with costume, 
usually elaborately trimmed with ostrich feathers. 

Hosiery—As in formal evening dress. 

Jewelry—Same as in formal evening dress. Beaded 
bags in vari-colored shades are carried. 
Shoes—All black suede lace, all black kid, or 
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Women’s Dress and Footwear Chart 





patent leather vamp with either kid or satin 
or mat kid top. 


AFTERNOON WEAR 


Dress—Demi-tailored dress, about seven inches 
from floor, in cloth, satin or velvet, or suit in cloth or 
velvet embroidered or trimmed with fur. Colors 
usually dark (browns favored), occasionally light or 
neutral shades. 

Hosiery—All plain silk to match costume. 

Hat—To correspond with costume of a more or less 
dressy character. 

Gloves—Usually gauntlet, occasionally long gloves, 
as many of the dresses are made with short sleeves. 

Jewelry—Bags in beaded effects. 

Wraps—Chiffon velvet or duvetyn of brown, 
oxford gray, black, navy blue or henna color, trimmed 
with beaver, opossum, squirrel, kolinsky or blended 
squirrel. 

Coats—Reindeer silver tone, a silver tone in 
brown, black, navy blue or henna color, or in peach 
bloom tinsel tone, velour or bolivia, in popular 
shades, trimmed with Hudson seal, Kolinsky, mink, 
beaver, opossum or blended squirrel. 

Shoes—Brown kid, 9-inch boots in lace or 
button, or all kid in black, or patent vamp with 
satin or kid upper. 


MORNING WEAR 


Tailored dress or tailored suits in dark colors, fur 
trimmed if preferred. 

Hat—Simple tailored style with stitched velvet 
effects or velvet. 

Hosiery—Heavy lisle stockings. 

Gloves—Mannish in mocha or castor shades. 

Shoes—Brown or black oxfords, straight or 
brogue tip with medium heel and 8-inch button 
spats of contrasting shade, beaver brown espe- 
cially good. Regular kid and calf oxfords in 
simple patterns in Louis or Cuban heels. 


SPORT WEAR 

For golfing and hiking, rich plaid skirt with plain 
coats or sweaters to correspond. A few suits in plain 
colors are favored, but the preference is for plaids or 
stripes. 

Hosiery—Heavy ribbed wool effects. 

Gloves—Mocha or castor shades. 

Hats—Sport variety in felts and velours. . 

Shoes—Nine-inch tan grained calf, lace boot, 
military heel—a boot built for service, either 
brogue effect or straight tip, or brogue oxfords 
built for service. 
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Men’s Dress and Footwear Chart 


What to Wear in Evening, Day and Sport Attire 


EVENING DRESS 
Formal 
(For All Occasions After 6 o’clock, Where Ladies Are 
to Be Present) 
OAT—Full evening dress with peaked lapels, 
C’ silk-faced to the edge, collar plain or piped 
with silk braid. 
Waisteoat—White or black, in self-striped, self- 
figured, basket-woven, or silk-mixed material. Single 
‘breasted U-shape, the points at bottom rather long 
and narrow, with three or four buttons. 
Trousers—Of same materials as coat, and cut 
slightly tapering, but with straight lines. The out- 
seams should be braided. 
Shirt—Plain, with stiff front of fine linen, plain or 
self-pattern pique, novelty pleated starch bosoms. 
Tie—White, in club or, bat-wing shape, of pique, 
cambric, self-stripes or figures. 
Collar—Straight, poke point or wing 
The wings may be small or fairly large. 
Jewelry—In addition to studs, and waistcoat but- 
tons, white or jeweled cuff links, matching, or similar 
to the studs, are the smart fashion, and slender watch 
chains are permissible. 
Gloves—White, with self-stitching. Black or pearl 
stitching for the opera. 
Shoes—Patent oxford, plain toe, or patent but- 
ton boot, plain toe, with cloth top. 


EVENING DRESS 
Informal 
(For Wear After 6 o'clock at Home, on All Stag 
Occasions and for Dancing) 

Coat—Dinner jacket of plain, basket-woven or un- 
finished or dress worsted materials, with plain rib 
silk facings, collar and cuffs braided or plain. 

Waistcoat—Of same material as the coat. 

Trousers—Matching coat, and cut slightly tapering, 
but with straight lines. Outseams should be braided. 

Shirt—Pique, pleated or tucked front, with French 
cuffs. 

Collar— Wing or fold-collar. Tie—Black or dark 
gray, in club or bat-wing shape, plain or self-figured. 

Gloves—White chamois, plain or embroidered backs. 

Jewelry—Same as formal dress. 

Shoes—Patent oxford, plain toe. 

DAY DRESS 
Formal 
(Weddings, Receptions, Matinees, Before 6 p. m.) 
Coat—Cutaway, one or two buttons, narrow flat- 


braided or plain edges. 
Waistcoat—Of the same material as the coat, or of 


light gray or white. 


collar. 
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Trousers—Worsted or cheviot; dark gray stripe 
effects, black neat stripes, or same material as coat. 

Shirt—White, either stiff, tucked or pleated bosom. 

Collar—Poke or tall wing collar, with large or 
small tabs. 

Cravat—The Ascot or the four-in-hand in pearl 
gray, white or black with stripes. 

Gloves—Gray suede. 

Jewelry—Links, studs, cravat pin and watch chain. 

Shoes—Patent button, plain toe, kid or cloth 


top. 
DAY DRESS 
Informal 

(For All Day Occasions, Business and Traveling) 

Coat—Sack, cutaway, double-breasted or Norfolk. 

Waistcoat—Of the same material as the coat. 

Trousers—Of the same material as the coat. 

Shirt—White or colored, plain or pleated. 

Collar and Cuffs—Fold or wing collar; cuffs 
starched or soft, according to shirt. Cravat—Four-in- 
hand or bow tie. 

Gloves—Gray or tan suede, buckskin, chamois or 
tan cape, according to predominating or dominating 
color of attire. 

Jewelry—Scarf pin, cuff links and watch chain. 

Shoes—Black oxford or bal, Russia calf oxford 
or bal, combination in button. 


‘DRESS FOR SPORT AND COUNTRY 

Coat—Plain or fancy tweeds; Norfolk jackets, 
mackinaws, sweater coat, angora and rough Scotchy 
mixtures. 

Waistcoat—To match jacket, flannel or knitted. 

Trousers—Flannel or to match jacket, flannel or 
knitted. 

Knickerbockers—Same goods as jacket. 
hose in colors to harmonize. 

Shirt—Flannel, cheviot or silk, with soft cuffs. 

Collar—Soft fold; separate or attached to shirt. 

Cravat—Four-in-hand, bow tie or stock. 

Gloves—Chamois, tan cape or buckskin. 

Shoes—Russia calf brogue oxford or boot or 
particular shoe suitable for sport. 


Scotch 
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; Cultivate a Keen News- 
peel Value in Advertising 
i A merchant in Buffalo used the J. Frank McElwain cor- 
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, \ Vor rection as a box in the lower left hand corner of his ads. ¥ 
ie NY Another merchant in Brooklyn quotes “‘American shoe ge 
a _ styles for Americans’’ and tells of “fitting and sizes” 

} No. 1040—25¢ as the great service features of American shoe stores. {4 
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MAN ‘is BOOTS 






Brogues 






for 
Winter No. 1045—35e 
Watkin g Leather moulded to the ‘‘Foot-o-comfort” 






last in an assortment of styles from earty 
dawn till early morn again. 


$16.00 







Foot Freedom 
at $14.00 












In Black 
and Brown 


Scotch and 
Irish Patterns 





| 
| No. 1041—Border, 80c No. 1042—Shoe, 35c 





















No. 1042—35e ‘x No. 1043—35e Ty 
Walking Boot Time Thanksgiving Time 
The women of America have discovered the path You will give thanks that shoes are no higher— tae 
to health and beauty is in Autumn walks through when you see the values we give. We bought 
parks and country. Especially do we insist upon early and you benefit. 
the right sort of footwear. Let us guide your Cut your shoe bills in half by keeping your shoes 





selections NOW. in condition through “home polishes” and “lasts” 
over night. 




































Oct. 25, 1919 BOOT AND SHOE RECORDER 49 











A Keen Sense 
of Values 


Twenty-two styles in smart American 
shapes to give the best value by the 
year with most satisfaction by the day. 


Russia Calfskin-Combinations, Tan 
Calf Vamp, Buckskin Top—Heels, 
Louis XV and Baby Louis, Cuban and 
Military. Sizes and Widths, 1 to 8, 
AAA to EE. 


Seeten é ! 














No. 1047—35c 
A Saturday Special 
9 a. m. tol p. m. only 
$12.00 per pair 


BLANK SHOE STORE 
Blanktown 


<8 
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° | Right Last 
Shoe j d th 
Economics ° } eon 
al Right Heel 
No. 1—Buy the ‘ For Fall W 
best shoe you go} mai Jos iad 
can afford and ; at the 
treat it as you o% 3 3 
. would your Right Price 
gloves. oe 
Shoe- abuse ' 
makes H.C. L. 
the extrava- 
gance of the \\ . 


day. 
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No. 1049—60c 

















Oxford Time Is 
All the Time 











No. 1048—35c 








No. 1050—50c 


For the Big Game 


Get the strongest shoe with the greatest style- 
punch for wear to the Stadium for the Big 
Football Victory. The college boy is king and 
his style is 


The American Style 
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Campaign on “American Styles 


New York Merchants’ Association Opposed to 
French Vamps 

Various members of the Retail Shoe Dealers’ Asso- 
ciation of New York, at the organization’s regular 
monthly meeting on October 21 in the Bush Sales 
Building, advocated the advertising of American 
styles of footwear and the withdrawal of short vamp, 
round-toed shoes from window displays, in an effort 
to curb the increasing fashion of the so-called French 
style here. That the problem is a serious one is 
evidenced by the fact that the discussion on the sub- 
ject lasted more than an hour. 

According to John Slater of J. & J. Slater, president 
of the association, the French style is being sponsored 
by some of the fashionable dressmakers and style 
creators here. He said that in making a personal 
canvass of the high-class costumers he found that 
about half of them were favoring the French style, 
while the other half were not. ‘Our task,” he said, 
“is to help those who are favoring American styles.”’ 
He mentioned Boeue Seeurs as among those advocat- 
ing the French shoe, and Bendel and Hickson as 
among those opposed to it. 

It was brought out that manufacturers as well as 
retailers would suffer if the French style sprang into 
the lead. 

A representative of Hanan & Son said that buyers 
for their store in Paris were now taking long vamp, 
pointed toe shoes, for sale there in response to a demand 
for them, and Mr. Slater asserted that late photographs 
from Paris fashion centers, received here within the 
past few weeks, showed -longer vamps and more 
pointed toes. Several retailers said that experience 
had taught them that the short vamp shoe developed 
bunions and other foot troubles and for this reason 
they believed that the vogue for this style would 
soon die out. 

The retailers were urged to pattern their advertis- 
ing after a recent large ad by Frederick Loeser & Co., 
Brooklyn, in which it was stated that ““The best shoes 
in the world are made in America,” followed by 
sketches of the leading American styles. 

Mr. Slater reported that $1,700 already had been 
contributed by association members to the Actors’ 
Fund. A plea also was made for contributions to the 
United Hebrew Building Fund. 

About 30 Bronx retailers sent a delegation of four 
to the meeting to inquire if they could form a local 
association preserving their identity and still join the 
larger organization. It was agreed that they could. A 
fight is being made to induce all shoe retailers in the 
Bronx to close their stores on Sunday. It was said 
that for the last four weeks most of the stores have 
observed the Sunday closing policy, but the aid of the 
larger association was asked to continue the drive 


toward this end. 
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EXPLAINING THE 20 PER CENT DROP SINCE 
AUGUST 


(Concluded from page 45) 


up to $1.25 to $1.50, or perhaps even higher, a foot 
for the finest grades, depending on quality, color, 
selection and other conditions. This same considera- 
tion applies to goat leathers, running from $1.25 to 
$1.60 per foot, approximately, at present. 

It will be seen that these are unprecedented and 
very wide ranges for upper leather, and it means that 
values and selections are more carefully scanned than 
some years ago when the range of prices was com- 
paratively narrow. 


Not a Peak-Price Production 


The range of price is not so wide in sole Jeather, and 
here again the leather now going out on contracts 
which has been selling for the past few months was 
based on hide values of last Spring and Winter or 
even much earlier. There is no advantage in the pres- 
ent prices of hides in the way of producing sole leather 
at less than existing prices, and for some kinds even a 
higher .price is talked of where new skins and hides 
must be purchased for new contracts for sole leather. 

It is very easy for the layman to be misled in mat- 
ters regarding market conditions. Hide reports, for 
example, may indicate a hide break without perhaps 
occasioning active purchasing operations; on the 
other hand, purchases are not necessarily large at top 
prices but the public is apt to believe that any kind of 
a decline in raw materials will be instantly, or at 
least within a very short time, reflected in much 
Jower-priced footwear. 


The Figures on Prices 


The accompanying table of prices may be studied 
for what it is worth; as to the future, it is dangerous 
business to predict in the matter of prices. All that 
can and should be said is that the present supply of 
hides and skins the world over and the present scale 
of importations of raw materials, the general industrial 
situation, productive costs of shoemaking, selling and 
merchandising expenses, shipping facilities and other 
accompanying factors do not indicate that shoe values 
will be lower within six months or a year. Economic 
conditions in this country, as well as abroad, would 
need to change considerably before there could rea- 
sonably be expected any material alterations in basic 
values. 

This is not intended to imply, however, that there 
may not be fluctuations of one.sort or another in 
different classes of leather or even in raw material 
markets. What is considered, however, is the general 
average of the whole market, and the classes of hides 
and leather which we have selected merely represent 
some of the higher and more staple grades which are 
usually considered.in.the better class of shoemaking. 
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F. M. BOSTOCK 


A Study in Labor Contentment 


By F. M. BOSTOCK, of Lotus, Ltd., Stafford, England 


N. 1835 Thomas Bostock decided to establish a 

boot factory in the town of Stafford, England. 

Mr. Bostock built his business strongly and well. 

The business flourished; its employes were contented; 

the name “Bostock” was well known throughout the 

section in connection with fair dealing with its cus- 

tomers and operators. What then was more natural 

than to find Mr. Bostock’s two sons, Edwin and 
Frederick, carrying on the good work? 

Edwin decided to continue the Stafford plant while 
Frederick went to Northampton and started shoe 
manufacturing there as Frederick Bostock & Co., Ltd.; 
the Stafford firm was known as Edwin Bostock & Co., 
Ltd. These concerns made shoes to order; only a 
little later a concern known as Lotus, Ltd., was es- 
tablished first as a subsidiary company of the house 
of Edwin Bostock & Co., Ltd. It was really a dis- 
tributing house for stock lines, advertised and sold at 
fixed prices through independent merchants—and 
by the way, the cost price at the factory was and, in 
fact, is at the present time stamped at the factory 
on the soles of the shoes. 


Introducing F. M. Bostock of Stafford 


Another generation finds F. M. Bostock, a grandson 
of the founder, Thomas B., one of the managing heads 
of Lotiis, Ltd. 

F..M. Bostock recently made a visit to America 
for the purpose of studying shoe manufacturing in its 
various phases. Mr. Bostock was accompanied by 
the secretary of Lotus, Ltd., A. D. Denning, Ph.D., 
who has done much valuable research work along 
factory management lines and has published a book 


which is a comprehensive treatise on this subject. In 
the early part of this year the entire plant of the house 
of Bostock was turned over to Lotus, Ltd.,-the firm 
of Bostock discontinuing the custom order feature of 
its factories. At that time the capital was increased. 
Lotus & Co., Ltd., through its many years of shoe dis- 
tribution had become well known to the public; the 
original firm therefore felt that the new company, 
with increased capital, should take Lotus, Ltd., as its 
name; in other words—the child swallowed the parent. 


The Situation at the Present Time 


The situation at the present time is as follows: 
Lotus, Ltd., with 2,500 employes, 35 per cent of whom 
are women; 1,200 in the Stafford plant, a wood heel 
factory at Stafford with about 150 employes; a shoe 
factory in Stone with 600 employes, and two factories 
at Northampton. 

Stafford, England, is a town of about 22,000 inhabi- 
tants. It is in this town that F. M. Bostock resides 
and has charge of the business of Lotus, Ltd. 


Before the war the shoes of Lotus, Ltd., were con- . 


sidered high priced, but they have sustained the en- 
tire war period with all its inflation and today business 
is so conducted that the shoes of this firm are sold at 
relatively low figures. 


Cost System Presented to Operatives 


Mr. Bostock has a cost system which he presents to 
his operatives. On this chart appears the prices which 
he pays for his leather and for the various ingredients 
that go into the making of the shoe, as well as the 
labor cost. He posts the chart in a conspicuous place 
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so that the operatives may see for themselves the 
exact situation. . 

“T have always considered,” said Mr. Bostock, 
“that my employes were more than mere hands, that 
they were a vital part of my business and as essential 
as were the directors. The hours in our factory have 
been reduced from 52 to 48. Our wages in the gen- 
eral increase since the war have been,doubled, but 
we have made more money and everything is highly 
satisfactory. We have greatly increased our produc- 
tion per employe. 

“We aim to explain our method of cost figuring in a 
simple, straightforward way so that every operator 
may understand it. The old methods of driving and 
using the club are no good at all; really the practical 
application of the ethics of Christianity is necessary, 
recognizing in one’s employes fellow-men, treating 
them as human beings, remembering the employer’s 
responsibility. We look after our employes when ill 
and take a keen interest in their industrial and per- 
sonal welfare; we are paying one or two of our old 
employes who are now past work and will later put 
into operation a complete pension system. 


Originators of the Part Pay Holidays 


‘*We allow rest intervals, ten minutes in the morning 
and in the afternoon. We originated the holiday 
scheme which was afterwards adopted by the Federa- 
tion. Under this systememployers of labor contribute 
one-half to the holiday; and the employes stand the 
other half. We have a week at Easter, a week at 
Whitsuntide and a week at Christmas, three weeks in 
the year, so that it is possible for the English opera- 
tives in the shoe factories to have a three weeks’ 
vacation to the enjoyment of which the employers 
contribute one-half. 


No Factory Strikes for Over Thirty Years 


“In England there is only one operatives’ union— 
and a very reasonable one at that—the Boot and Shoe 
Workers’ Union. Their proud boast is that they have 
not had a national strike for over thirty years. They 
try to arrange matters by negotiating with the manu- 
facturers’ federation and the union. The two work 
together very closely and at the present time they 
have a joint council based on the Whitley report 
scheme. This is a Government commission and is 

termed the Whitley Council, the idea being to give 
labor a voice in managerial problems. The National 
Council has district councils and factory committees. 
The Whitley Report was started as an investigation 
into the conditions of labor with a view to avoiding 
labor troubles and strikes. They issue a very good 
report. It was tried out on the pottery trade industry 
and succeeded wonderfully. We have not perfected 
the entire details of this plan, but are working to that 
end. The Boot and Shoe Workers’ Union have an 
arbitration board, and if any trouble comes up it is 
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given to the arbitration board by the federation of 
manufacturers or by the Boot and Shoe Workers’ 
Union. The arbitration board endeavors to deal with 
the problem. Never have we resorted to violent 
methods, the umpire settling the dispute in every 
case. The headquarters for the arbitration board is at 
Leicester and a labor man acts as the umpire for 
our section on the workers’ side and then some prom- 
inent shoe manufacturer acts on the other side. 


Operatives’ Views Expressed Through Shop 

Committee 
“In my own factories we have shop committees; 
through them the worker has a chance to express his 
views and we have a chance to express our views. If 
there is any trouble in my factories, the operatives’ 
union head comes to me; we talk the affair over and 
settle it satisfactorily to all concerned. I do much 
investigating personally. I have always endeavored 
to give my employes a fair deal, and as I am very well 
known in the town and make myself one among my 


employes, I have the satisfaction of always seeing the | 


difficulty solved. I have found the operatives in 
every case, through their unions and individually, to 
be very reasonable and willing to treat on a fair basis. 

“‘We have tried to keep prices down as a national 
policy. During the war we inaugurated the rationing 
scheme for our shoe distributors. This was afterward 
put into operation by the Government; for instance, 
we would say to one of the merchants to whom we 
sold shoes: ‘Your former order has been for 2,000 
pairs; we will make it one-half.’ To the man whom 
we were supplying with 50,000 pairs, we would give 
25,000 pairs. Every merchant was supplied with his 
shoes on a percentage basis of past orders placed with 
us. In this way, we regulated our supply so that all 
had some shoes and there was no danger of a shoe 
famine. As you remember we had four years of war 
and it was necessary to adopt a system of this sort.” 


New Jobbing House 


Kempe & Samuels, Located at 134 Duane Street, 
Jobbers in Women’s Fine Shoes 


Kempe & Samuels, 134 Duane Street, have re- 
cently started in business, specializing in women’s 
popular priced welts and McKays. Teddy Kempe of 
this firm has been working New York City trade for a 
number of years for H. Hirsh & Bro., and recently 
was manager for S. J. Glick Shoe Company. B. C. 





’ Samuels has been selling shoes for several years in 


West Virginia, Maryland, Pennsylvania, Ohio and the 
District of Columbia, for Stephen Putney Shoe Com- 
pany, Richmond, and the Peters Branch of the Inter- 
national Shoe Company. Both Messrs. Kempe and 
Samuels are young men who have been working “‘for 
the other fellow” and have finally agreed that the way 
to success is to start in business for themselves. 
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Newly-Elected Officers of the Tanners’ Council, United States of America, 1919-1920 





E. A. BRAND 
Secretary (Re-elected) 





F. A. VOGEL 
President (Re-elected) 





H. I. THAYER 
Treasurer (Re-elected) 


Annual Meeting of Tanners’ Council 
La Salle Hotel, Chicago, October 16 and 17 


HE Tanners’ Council of the United States is 
really the result of a need that was made 
manifest by war-time activities. 

When one realizes the wide range of leathers tanned 
and consumed by the world and the great number of 
usages to which this leather is put in peace time, as 
well as war time, it becomes apparent that some sort 
of an organization embracing these various factors is 
of utmost importance, not only to the men engaged in 
the industry but to the world at large. 


Certain problems and questions are paramount to . 


the whole industry while other questions and prob- 
lems are vitally important to each individual group of 
tanners and yet are not pertinent to certain other 
groups. 

For instance, all tanners are interested in cost 
accounting methods, in accident prevention, labor 
conditions, tanning materials and various other 
topics which have to be dealt with in each individual 
plant. Yet, in a technical way the problems of mar- 
keting and producing, the problems of buying hides 
and the kind of hides used by the harness leather tan- 
ners are entirely different from the problems con- 
fronting the tanners of goat and cabretta leathers. 


Unity of Purpose 


So a great task has been accomplished in bringing all 
of these various groups of tanners into one associa- 
tion where the problems affecting the whole industry, 
as well as the problems confronting each individual 


group, can be thrashed out by the men who are 
authority on the matters pertinent thereto. 

The 1919 Convention was the largest in point of 
numbers, the most enthusiastic and undoubtedly the 
most beneficial to those in attendance of any conven- 
tion heretofore held by any group of men engaged in 
the tanning leather. 


British Delegation Present 


At the luncheon on Friday, the 17th, the British 
delegation of shoe manufacturers visiting this country 
were the honor guests of the Council. L. J. Robert- 
son, the newly-elected first vice-president of the 
Council, who had charge of the meeting, introduced 
Mr. Alfred Lovell of the British delegation who re- 
sponded in a very pleasant manner making it evident 
that it was the spirit of the manufacturing interests of 
Great Britain to co-operate in a most friendly way 
with American business men in rehabilitating the 
ravages incident to the World War, and to put business 
generally on a more friendly and laborly basis than 
has heretofore existed between the two nations. 

Louis J. Robertson, vice-president of the Council, 
gave interesting figures as to the importance of the 
industry. ‘The tanning industry of the United States 
is by far the largest in the world. Last year we esti- 
mated that in the United States there was produced 
nearly as much leather as in all Europe combined. As 
a national industry we must now, as far as value of 
output is concerned, be easily fifth or sixth among 
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A WELL-ARRANGED WINDOW AT MOORHEADS, INDIANA, PA. 


A shoe department was opened last February by Moorheads, who conduct a complete store for men and 
boys at Indiana, Pa. The shoe department was placed in charge of Lawrence Lockard, a shoe man of 
some twenty years’ experience. Mr. Lockard has built up a splendid business in the eight months of his 
supervision. The window trimmer is W. Reyburn Keeler, who arranged the window idea shown herewith. 





the great manufacturing groups of the country. The 
value last year was estimated at $750,000,000, against 
less than $200,000,000 in 1900. This enormous 
growth in less than twenty years is attributed in large 
measure to free discussion of problems, co-operation 
among leading tanners, to scientific research, and to 
extensive improvements in machinery. And a large 
part of the benefits of the work involved in this prog- 
ress has been inherited or acquired by many who 
have accepted them as a matter of course.”’ 





Correct Your Inventories Now 


Voluntary Explanation Might Forego Taxation 
Penalties 


Washington, D. C.—A special drive to locate mer- 
chants and manufacturers who have followed errone- 
ous methods in making their inventories for the tax- 
able years 1917 and 1918—such methods tending to 
reduce tax liability—is about to be made by the 
Bureau of Internal Revenue, it was announced today. 

In cases of voluntary disclosures before investiga- 
tion of failure to make proper return and payment, 
the policy of the Bureau, it was stated, will be to 


forego penalties except where there is- intentional 
evasion of the tax. Where discovery is made by 
Government officers heavy penalties will apply. 

In some cases inventories have been found to have 


_ been taken on the basis of average costs, though it 


was possible to identify the articles remaining on hand 
at the inventory period, and so determine their exact 
cost. In others, because of conservative accounting 
methods, flat percentages have been deducted after 
determining inventory values. Others use a fixed 
average, based upon costs of prior years, or fail to 
include all merchandise to which they have title in 
their inventory. 

All of these methods, which have the effect of re- 
ducing tax liability, are contrary to the regulations of 
the Bureau and are illustrative, it was said, of numer- 
ous irregularities which have been found.- 

A warning issued by the Bureau advises tax payers 
who have followed such methods to file correct re- 
turns without notice and without investigation. 
Some tax payers have voluntarily notified the Bureau 
of the employment of incorrect methods, and are 
filing amended returns. It is only fair to these tax 
payers, the Bureau states, that their competitors who 
have made similar errors should be located. 
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. League of Nations Endorsed 


From Interview with John H. Patterson; President of the N ational 
‘Cash Register Company, Dayton , 


Cash Register Co., who recently returned from an 
exlensive tour of France, England, Belgium and 
Germany, says that he found the general attitude of the 
people over there is to forget the war and get down to 


ST cast H. PATTERSON, president of the National 


business. His conclusions are based on careful investiga- - . 


tion of business and economic conditions in Europe. 

During his trip, Mr. Patterson came in personal 
contact with many of the most influ- 
ential business menon the continent, as 
well as leading Governmental officials 
in the countries he visited. He re- 
turns feeling that in the League of 
Nations lies the only sure foundation 
for world peace and progress. 

When questioned as to what 
single phase of his trip had most 
impressed him as an American, 
Mr. Patterson answered: ‘‘Every- 
where we went in Europe we found 
the people basing their hopes of 
the future upon America. They 
feel that only with the help of this 
country can their continued peace 
and prosperity be assured. 


The United States Must Help 
Europe 


“‘Morally we are obligated to do 
all we can to help Europe get upon 
her feet, and in addition the United 
States has a selfish interest in the 
rehabilitation of all European countries because our 
prosperity is interlinked with theirs—at the bottom 
of all prosperity and civilization is peace—and the 
cornerstone is the League of Nations. 

“It is not perfect—this League of Nations—but it is 
the best we can get, and we may never get even that 
if we continue to waste time talking about it. The 
same combination of international circumstances may 
never occur again—with all the world war-weary and 
the enemy whipped and starved with no choice but to 
sign. 

“Not a single one of the many prominent business 
men, military authorities and officials we met in 
Europe had a word to say against the Treaty and the 
League of Nations. Whenever the opportunity oc- 
curred they all urged me’ to use what influence I 
could when I returned to America to hasten their 
adoption. 





JOHN H. PATTERSON 
President National Cash Register Co. 


“If the League of Nations does nothing else,”’ said 
Mr. Patterson in conclusion, “it will furnish a moral 
code for nations. It will set up international com- 
mandments, even were no military force provided to 
enforce its rulings. 

“The present League of Nations is the only hope 
for discouraging war and maintaining peace in the 
future. Under the League of Nations, war will be a 

world-wide outlaw.” | 


Standard Railroad Con- 
tainers 


Advice from National Shoe 
Manufacturers’ Association 


Attention has been called -by the 
Committee on Standard Containers, 
Packing and Marking, of the Amer- 
ican Railroad Association, to com- 
plaints concerning shipments of 
boots and shoes in wooden cases 
that do. not carry the stamp— 
“Standard Railroad Container.” 

It is absolutely necessary in 
making shipments in wooden cases 
that the members comply with the 
requirements and rules of the rail- 
road administration. 

If you wish to avoid trouble with 
your consignees it will be necessary 
for you to comply with the specifica- 
tions of the railroad administration 
regarding shipments in wooden cases, which provide, 
among other things, that these cases be stamped. 


British Export Selling Agency 
A Co-ordinated Plan of Serving World Markets 
Washington—Announcement has reached Wash- 
ington of the formation by the boot and shoe industry 
of Great Britain of the National Export Selling 
Agency which will take the form of a limited liability 
company working not for individual profit, but for the 
development of the overseas trade of its members who 
will, however, remain financially independent. Boot 
manufacturers throughout the country will probably 
be invited to join the company, and a range of samples 
will be standardized for each of the markets in which 
the company proposes to operate. By acting as the 
selling agents of the whole trade, the combination will 
be able to undertake bulk orders. 








| 
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The Truth on “Wage Increases” 


Comparison of Wages in Eight Basic Industries to Serve as a Guide to 
Telling the Why on “High Cost of Living’’ 


VERAGE wages of men in eight leading in- 
A dustries, as measured by average hourly earn- 
ings, increased all the way from 74 per cent 
to 112 per cent during the period from September, 
1914, to March, 1919, according to a report on 
“‘Wartime Changes in Wages” issued today by the 
National Industrial Conference Board. Increases in 
weekly earnings of men ranged from 62 per cent to 
110 per cent. 

Percentage increases in earnings of female workers 
were broadly similar in the respective industries, with, 
however, a somewhat wider range. 

The eight industries included were metal, cotton, 
wool, silk, boot and shoe, paper, rubber, and chemical 
manufacturing. The average results are based on 
payroll data for one week, usually the third week of 
September, for the years 1914 to 1918, and for the first 
week of March, 1919. 

Actual earnings of men were consistently greater 
than those of women. The report points out, how- 
ever, that this fact does not afford conclusive evidence 
as to how far the principle of “equal pay for equal 
work”’ was applied, since the tasks at which men and 
women were engaged in any given industry, while 
often broadly similar, were not necessarily identical. 








Average Hourly Earnings 





























One Week in 
Industries 
Sept., 1914 | Sept., 1918 | March, 1919 

Male Workers 

| 
Ri ek tal $ .289 $ .495 $ .502 
SE, 0i<ciada<heneal } 189 .385 .389 
Se er! .215 .424 .405 
RARER SRR. « "yh . 230 .431 .453 
Boots and Shoes... | .292 489 .539 
Pe . 239 .448 .450 
Rubber............ ; .288 .575 612 
Chemical............} .232 | 445 490 

Female Workers 

x | 

Oe Se: See .149 .309 | .341 
“ee ae .152 . 304 | 312 
| RESTS. ae .167 .329 | .328 
ae Ee .156 . 285 .312 
Boots and Shoes... .| 192 -298 308 
NR «iam we hin oatntiel 177 294 -297 
-292 


NO. bas <isie cucae col 174 -247 


Production Should Be an Incentive 


In the main, the percentage increases in earnings of 
pieceworkers were greater than in those of timework- 
ers. Actual earnings of pieceworkers were in a ma- 
jority of cases likewise greater than those of time- 
workers in the same occupational group, but the 
exceptions to this rule were rather numerous. 

A summary of results by industries is given below, 
which are based on total payroll data for the specified 
periods. 








Average Hourly 
Earnings 
Occupations 





Sept., | Sept., |March, 
1914 |*1918 1919 





Stitchers (Boot and Shoe—Pw.)'| $ .365 | $ .628] & .687 


Finishers (Boot and Shoe—Pw.) -330 540 -638 
Bottomers (Boot and Shoe— . 
IRS Ss. «a ho Sidi i Ries aL .340 -570 -62€ 


Lasters (Boot and Shoe—Pw.).. 315 -562 -612 
Upper Leather Cutters (Boot 

and Shoe—Pw.)............. -331 .559 591 
Makers (Boot and Shoe—Pw.).. -324 .555 -586 
Sole Leather Cutters (Boot and 





a) 6 6k. s ae aaieende cacao 271 -469 -552 
Upper Leather Cutters (Boot 
and Shoe—Tw.)............... -289 -499 -539 


Fitters (Boot and Shoe—Pw.).. 274 -482 | -486 
Sole Leather Cutters (Boot and 

ein Ee ie ae -254 -405 -428 
Unskilled Labor (Rubber—Tw.).| .205| .388/| .409] 
Finishers (Boot and Shoe—Tw.) 217 357 .383} 
Lasters (Boot and Shoe—Tw.).. -226 -368 373 | 
Miscellaneous Labor (Boot and 

sy rare Pm -215 317 .352 

















Note: Tw.—Timeworkers. Pw.—Pieceworkers. 





The Correct Systems for Holidays 


When you charge Christmas goods, be sure that the 
address is correct, and the party reliable. You are 
under no obligations to furnish Christmas gifts [for 
generous individuals who have no notion of paying 
their own bills. Christmas goods selected and laid 
aside upon request, should always have a deposit 
equal to one-third or one-fourth of the purchase price. 
Otherwise the buyer may never come back. 





When customers ask for a simple favor or accom- 
modation, grant it so cheerfully that when they really 
want to spend money, they will come to you to do it. 
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Giving the Facts to Congress 


Letters with Store Experience Give Practical Reasons Why “Stamping Costs 
on Shoes’’ Is Dangerous to Both Public and Industry © 


at Memphis and other cities caused one of the 

veteran retailers at Memphis to prepare an 
outline of conditions, which he laid before the Senate 
Committee by letter. It contains matters of general 
trade interest as well, and this view by C. D. McRae, 
of the E. E. E. Shoe Company is interesting. To 
quote by permission of Mr. McRae: 

“T am writing this letter in protest against a shoe 
bill which has been introduced by Senator Jones of 
Washington, providing for the marking of the manu- 
facturers’ and retailers’ cost price for merchandise for 
sale. If such a bill should be passed, it would certainly 
put out of business most of those now retailing shoes. 

“As long as I live, I shall remember the advice of 
Samuel R. Heywood, of Worcester, Mass., early in 
my career in the shoe game. 


[re legislative investigation by the Government 


A Principle of Business 


“‘He said to me that no matter how much discretion 
I used, how much experience I had and how carefully 
I bought shoes, that some would be good sellers and some 
would be very poor, and the only fair and just way to 
regulate this would be to get a little more for your popular 
sellers and reduce proportionately those that sold slowly; 
therefore, if the cost price was stamped on the shoe, 
our customers would take the cream of the store at a 
nominal profit and we could not even get our original 
money out of the poor ones. I operate this, the biggest 
shoe store south of the Ohio River, having 
15,000 feet of floor space in it and have 
it divided into departments, one of 
which we call the bargain basement, 
which we use as a clearing house for the 
upper floors and will quote a paragraph 
from the report I gave the Government 
representative here last week, to be em- 
bodied in his report to Washington as 
follows: 


The Shoes on the Bargain Counter 


“We wish to call your special attention 
to the fact that we, have hundreds of 
pairs of shoes, in our basement, which 
we are endeavoring to close out, at less 
than half of their original cost. Shoes which would 
cost today from $4 to $10 per pair, we put on sale 
in the bargain basement at $1.95 and $2.95 on account 
of being odds and ends, off styles and slow moving 
numbers. This is what the retailer of shoes has to 


contend with. Our longest profits are put on the’ 
highest grades of shoes, because their quality will 
back up the price we charge, and again they go to 
an element of people that can afford to pay the price. 
Cheap shoes will not stand a long profit, and besides 
they are sold to people who are forced through 
necessity to buy this price shoes.’ 

“We feel in all fairness to ourselves, considering the 
terrible high prices of the market today, that these 
points mentioned above should be duly considered. 
The Government has never shown a disposition to 
cramp or oppress the shoe retailer, even during the 
war period. The rulings which Mr. Baruch made 
during the war were the greatest help we ever had 
from any source. He certainly put some well-posted 
shoe man in charge of the restrictions which he made. 
He simply eliminated the unnecessaries and made our 
work much easier, and we appreciate anything 
relative to our business that makes it easier, pleasanter 
or corrects any evils which exist. Therefore we 
urgently request that you use every legitimate effort 
to see that this bill is not passed.” 





A Michigan Shoe Store 
Oppenheim & Levy, Bay City, Show Rapid 
Development 


The firm of Oppenheim & Levy was established 
at Bay City, Michigan, in 1891, under the manage- 





Oppenheim & Levy, Bay City, Mich., 1891-1919 


ment of Emil Levy, a believer in well-trained sales- 
men and merchandise of reputation. This store has 
shown a steady gain from the day it was established 
and today it is one of the best-known shoe stores ip 
Northeastern Michigan. 
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Watching the Selling End 


Importance of the Human Element in Merchandising with 
Prices at High Marks’ 


“sHAVE been in the retail shoe 
IT game for many years; started in 
at the bottom when a boy; have 
managed the shoe departments in 
several department stores; have been 
in business for myself and managed 
- three exclusive stores. In this time I 
have worked out a lot of stock 
records and __ stock-keeping 
plans. The office end of any 
business is . exceedingly im- 
portant. 


Office Important, but Sales End Gets the Money 


“Records that show what a merchant actually wants 
to know and needs to know about his stock, sales of each 
individual and total volume day by day without an undue 
amount of red tape are of the utmost importance, but 
after all it is the sales end that counts. If there were no 
sales in a store there would be no need for records other 
than those made by the sheriff and the court. 

“T have just added two people to my office force in 
order to relieve me of detail office work so I can spend 
more time on the floor and come into closer contact with 
both sales people and customers. 

“Tt has always been my aim and ambition to have a 
first-class sales force, but never before have I had as good 
and efficient an organization as we have at present. 
They are happy, contented and every one a hustler.”’ 

The above statement was made by the manager of 
one of Chicago’s biggest and snappiest stores devoted 
to distribution of women’s high-grade shoes. It was 
given in fragments between the times when this busy 
man was greeting customers and giving bits of infor- 
mation to various sales people. 


Make the Salesmen Responsible 


In response to the question as to why the present 
sales force was the best he had ever handled, the reply 
brought forth the information that the sales force 
was practically dictating both the buying and selling 
ends of the business. Through weekly meetings and 
a suggestion box the ideas of each sales person are 
obtained and the various features of the business, 
styles, fitting, customer service, hours, wages and a 
hundred other things are taken up, discussed and if 
thought practical by the majority are given a tryout. 

All the sales force in this store are paid on a com- 
mission basis with a stipulated weekly drawing 
account. 


Men Would Not Be Content with Flat Salary 


“My men would not be contented to work on a 
flat salary. See that man over there? His sales aver- 
age better than $1,200 a week; with P. M.’s and all 
he is drawing down, $75 to $80 a week. Several more 
of them are running around the same figures. They 
are earning the money and are entitled to it. We 
seldom have a complaint because a customer has been 
misfitted. My men study feet and study shoes. 
They are experts at the game and are deserving of 
expert pay. They love the work and are happy in 
doing their best for the store, for our customers and 
for themselves. 

“Occasionally, of course, it is necessary to talk out 
something with a salesman; some seeming inatten- 
tion to a customer; some mistake in misjudging a 
customer’s attitude or taste, or some other thing of 
this sort, but it is-never done in the presence of the 
customer and rarely in the presence of other sales 
people. We just talk it over in a quiet way. In this 
way the best of good will and good fellowship pre- 
vails throughout the whole organization and this, 
together with the fact that we endeavor always to 
give our trade the best possible in values and service, 
I believe is largely the reason for the enormous and 
phenomenal growth of our business.” 

In the last two paragraphs of this manager’s story 
are the real. foundation stones of business success— 
“Giving our trade the best possible value and store 
service” and “The best of good will and good fellow- 
ship prevails throughout our whole organization.” 

Not just value to customers, not just the pay 
envelope of the sales force, but merchandise value and 
store service to the customer together with a pay envelope 
based on earnings plus good will and good fellowship of 
each member of the sales force. 

Spending more time on the floor; coming in per- 
sonal contact with customers and getting their view- 
point; coming in personal contact with sales people 
and getting their viewpoint. Recognizing the human 
element in the selling end of the business. 

Many a business fails or attains only a limited suc- 
cess simply because the man in charge has never been 
in position occupied by those under him or because 
he has forgotten his own feelings when he did occupy 
such a position. The biggest men in the world are 
those who are able to see the other man’s viewpoint 
and take the other man’s opinion into consideration 
in reaching a decision on any matter. 
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IN-STOCK 


AT ONCE 
DELIVERY 


A154—Gray 
Nubuck Lace 


A152—Russia 
Calf Lace 


ae ELL TR TS eS 


HARNEY STANDARD STYLES 


FOR AT ONCE DELIVERY 
18-8 LL. Heel, AtoD $7.25 
AtoC $7.15 


A 126—Pat. Vamp9” Lace, Mat Cab. Top, 
A 155— “ 4 “* Fawn Cloth Top, 19-8 LL. Heel, 
A 129—Mat Kid,9” Lace, Mat Cab. Top, 18-8 LL. Heel, B and C $7.50 
A 148— “ “ 8%” Pearl Button, 19-8 LL. Heel, AtoD $8.75 
A 138—Black Kid, 9” Lace, 19-8 LL. Heel, AAtoD $8.25 
A 149— 14-8 LL. Heel, Band D $8.25 
A 139—Hav. Brown Kid, 9” Lace, 19-8 LL. Heel, AAtoD $9.00 
A 140— “ 8%” Pearl Button, 19-8 LL. Heel, AtoD $9.50 
A 141—No. 14 Russia Calf, 9’ Lace, 14-8 Mil. Heel, Ato D $8.75 
A 151— “ “ y ih vam 14-8 LL. Heel, AtoD $8.75 
A 152— “ “ “cc iii iti “ 18-8 LL. Heei, A to D $8.75 
A 153—No. 13 Russia Calf Vamp, 9’ Lace, No. 25 Nubuck Top, 14-8 @ 
Mil. Heel, AtoD $8.75 
$7.50 


A 134—Gun Met. Vamp 9” Lace, Mat Cab. Top, 

; 14-8 Mil. Heel, Ato D 
A 154—No. 18 Gray Nubuck,9” Lace, 19-8 Full Louis Wood 
Covered Heel, AA to C $9.50 


i 
Ne RERs AUR RES er gag 


In-Stock Terms 2-10 Net 30 if closed by Open Account, and 
with an extra 30 days’ dating if closed by Trade Acceptance. 


Prices Subject to Change Without Notice 


P. J. HARNEY SHOE CO. 


Factory: Lynn, Massachusetts 
78 Lincoln Street 


wu 


* PRI 


LORE RR icins 


Boston In-Stock Department 


Cs Shoes You Order Hre the Shoes You Get 
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IN’ STOCK 


1859 Gun Metal Whole Quarter Blucher, Rub- 
ber Heel, HIKER 


1915 Gun Metal Blucher, Double Sole, VEL- 


1919 Gun Metal Whole Quarter Blucher, One- 
Half Bellows Tongue, Wear-proof Lin- 
ing, Rubber Welt, Natural Unbuffed 
Full Double Sole, HIKER 


No. 1915 


TWO NEW ONES 
READY NOV. Ist 


1920 Balmoral Mat Calf Top, Copley Last, $6.25 


1921 Whole Quarter Blucher, Parade Last, $6.25 


WHITCOMB SHOE CO. 


HAVERHILL, MASS. 















































Oct. 25, 1919 BOOT AND SHOE RECORDER 


a oa — ‘ —— 
Ss > SSS 
Kalllo & Manila Bay, May L* 1 
When you areseady, you may Fire Gridley?” 
aang Admiral Dewey 


RBRiallike-wn. 


WHEN Commodore Dewey on May 1, 1898 uttered 
that now famous phrase, “When you are ready, you 
may fire, Gridley,” he set a new milestone in the: march 


of world freedom. 


In like manner the advent of Billiken shoes has estab- 
lished more freedom for every little foot 
and equal rights for every little toe. 


Buy Billikens and{boost your 
children’s shoe business 


MCElroy’Sloan 


Saint Louis 
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Be 
STYLEFUL BOOTS “NI 


IN STOCK! 


Two Smart Styles that have been 
among the leading sellers this season. 









































No. O 144 H—Women’s flex- No. B 344 L—Women’s welt 
ible McKay boot, Windsor last boot, Elite last, 8% inch 
8% inch height, 34 fox, per- height, whole quarter, plain . 
forated vamp and imitation toe, 17-8 full Louis heel. 


tip, 17-8 Cuban heel. 

dag te AA, 4 to 8; A, 3% to 8; 
AA, 4% to 8; A, 4 to 8; B, 3% to 8; C, 3 to 7%; 
B, 3% to 8; C, 3 to 8; D, 2% D, 2% to 7- 

to 7%. 




















$8.50 $10.00 
TERMS: Net 30 Days 


Ghent AND QUALITY go hand in hand in these two beau- 








tiful boots. We’ve seen to it that these shoes have the desired 
lightness of appearance with the qualities of durability that 
will please your customers. 


UTZ & DUNN CO. 


ROCHESTER . NEW YORK 


BRANCH OFFICES 


Denver New York City Los Angeles 
218 Charles Bidg. Bush Terminal Sales Bldg. 718 Story Bidg. 
TIGER & McNUTT 130 West 42d St. G. C. McATEE 


S. A. MCOMBER 
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Safety First 
Last 


“Stock No. 1592 


Vamp and Top made of Cordova Tan 


Two Full Soles through Heel ' 
Sizes6to12 E width only 


N-STOCK demands for plump leather Winter Tans are at 
present exceptionally brisk. We are well prepared for them. 


This shapely Number 1592, built with two full outer soles, 
‘is proving to be a very popular sizing-in model, and our Chicago 
Stock Headquarters are shipping heavily on it. 


We are keeping complete sizing, with regular shipments from 


the Factory, and until further notice will fill all orders promptly. 


Send for the Bates 48-page Catalog 
of Fall Styles In Stock 


A. J. BATES COMPANY 


Central Distributing House 


328 WEST MONROE ST., CHICAGO, ILLINOIS 
General Offices, WEBSTER, MASS. 
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Stitches 
that make tor (omtort 


The stitches in a gemmed Korxole innersole in a welt 
shoe are not a cause for annoyance. In the first place, 
they run around the extreme margin of the innersole and 
at no point (see diagram) is the pressure of the foot 
brought to bear on them. Secondly, they are imbedded 
so deeply in Korxole that they scarcely project at all 
above the surface. Even when thin hose are worn, no 
discomfort is noticed. The wearer feels only the smooth, 


even touch of the yielding Korxole. 





Now think of the advantages made possible by these 
stitches: They provide means whereby four thicknesses 
of duck can be attached to the innersole making a firm 
body in which to bury the heavy inseaming stitches. 
With this sturdy re-enforcement there’s no danger of the 
innersole breaking away from the lip as is often the case 
with channelled leather. In scores of cases where every 
other part of the shoe had practically been worn out, 
Korxole was still in good condition—ready for more wear. 





‘ 
’ 
u 
‘ 
‘ 
’ 


There is no extra charge for Korxole innersoles. You 
merely specify them in the shoes you order from your 
manufacturer and secure thereby additional comfort and 


wearing features for your trade. 


ee 
-° “me. 


“What Does the Public Want?” 
sent free upon request. 


Armstrong Cork Company 
132 Twenty-Fourth Street, Pittsburgh, Pa. 


Branches in the Principal Cities 





Distributors in New England for 
Korxole and Allied Products 


Armstrong Cork Products Company 
403 Shoe & Leather Building 
207 Essex Street, Boston, Mass. 

















“The Flexible Cork Innersole That's Built Into the Shoe” 
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Service and Satisfaction 


At Its Inception 


K-Z style, K-Z quality and K-Z service 
are always a part of the K-Z line. 


It took many years of specialized shoe 
making for children to develop our large 


factory to the unequalled efficiency for 


practical shoe production that exists in 
every department. Master shoe makers 


have been _ identified 
with the K-Z line f or 
long years and the 
splendid outward ap- 
pearance of K-Z shoes 
is the inward expression 
of the careful attention 
given to every process 
in the construction. 


K-Z children’s shoes are made in all sizes 
and styles for popular selling in every 


community. The line 
has proven a business 
building one for all mer- 
chants who are stocking 
it—It will be a profit- 
able line for you to 
handle. Write us for 
samples or let us send a 
salesman to call on you. 


Kalt-Zimmers Mfg. Co. 


Milwaukee, Wis. 
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WAR DEPARTMENT 


Public Auction Sale of Surplus Leather 


Under direction of Surplus Property Division, 
Office of Quartermaster General, Director of Purchase and Storage 


VALUE OVER $1,500,000 
AT 


ZONE SURPLUS PROPERTY OFFICE 
1819 W. 39th STREET, CHICAGO, ILL. 


Starting 10-a.m. November 14, 1919, and continuing daily thereafter at 10 a.m. 
until stock is sold | : 


700,000 Ibs. RUSSET HARNESS LEATHER SIDES AND BACKS 
880,000 sq. ft. RUSSET COLLAR LEATHER, ALL WEIGHTS” 
115,000 sq. ft. RUSSET CALFSKINS 
20,000 lbs. SOLE LEATHER BACKS 

50,000 sq. ft’ RUSSET STRAP LEATHER, ALL WEIGHTS 

19,000 sq. ft. LATIGO LEATHER SIDES AND BACKS 


CONDITIONS OF SALE 


Bids to be made at an advance of not less than one-half of one cent per pound or foot. 

The highest bidder to be the purchaser, and if any dispute should arise between the bidders for any lot, it 
shall be decided by the Auctioneer. The Government reserves the right to reject any or all bids. 

Leather will be offered by tannage. No bid will be received for less than 500 pieces (unless quantity is below 
that amount), which bid will carry an option for the entire tannage of lot offered which must be immediately 
exercised. 

Foot leather will be sold according to marked footage as accepted by the Government. Pound leather will 
be determined at time of delivery, making an allowance of one pound per roll for wrappings, if wrapped in 
paper. No claim will be allowed after removal. 

Sale without recourse as to quality, grade or designation. The Government does not guarantee the tannage. 
The acceptance of the bids will be determined at the time the offer is made and all leather must be removed 
from the Government Warehouse within thirty days. 

The Government carries no insurance and all leather left in the Government Warehouse after purchase will 
be at the risk of the purchaser. 

Terms cash, f. o. b., present location of the leather to be announced at the sale. 

A deposit of $1,000.00 (certified check or cash) will be required before participating in the bidding, which 
deposit will be returned after the sale has closed if no award has been made to depositor. 

Samples of leather can be seen and inspected ten days prior to sale on application to Zone Surplus Property 
Officer, 1819 W. 39th St., Chicago, II. 

Any further conditions will be announced at the sale. 


Address All Communications to Zone Surplus Property Office 
1819 W. 39th Street, Chicago, Ill. 
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| SHOEDOM | 
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The Onginal 
Full Grain Black 
Glazed Horse 


Strong as Horse 
Soft as Kid 


Pleases the wearer 


Profits the Retailer 









































Demand the ORIGINAL GLAZED HORSE 
ARISTO KID from your shoe manufacturer 




















ws B. D. Ejsendrath Tannmg Co. #7 
\ Tannery 4 4 


Chicago RACINE Boston 
130 N. Wells St. WISCONSIN 195 South St. 
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BLACK KID TUR! 


The “‘Constant Comfort’’ \L 


AMERICA’S | BEST | 
FOQQQQOUUUUOVOONOOOQQQQOUOUUUOVEOOOESOGUOOUUOOOOOOOEGOOOOQOGOOUOOOOOAOASOOUOUOTL CHVNUNQQ00000000000000000000000000000000EEEEEEOOAAUUOUUOUUGOOUOOOOEAEA gg 





The word SPECIALIST in its common acceptance in the shoe 
trade in many instances has become a misnomer. 
Getting at-the real meaning of the term, or the word, one finds it 
difficult to understand how there are so many “specialists” who are 
specializing like a “Jack of all trades’—on so many lines, and 

apparently getting away with it. ’ 


When we commenced the manufacture of comfort shoes, several : 
years ago, in a plant tiny by comparison with that we now occupy, ' 
we classified ourselves as “COMFORT SHOE SPECIALISTS.” t 
We said we would make comfort shoes; we said we would make ‘ 
them as good as any in the world at corresponding prices—and ( 
we have done these things. ( 
] 
s 
t 


We said we would carry these comfort shoes in-stock—and have a 
real stock department ready to deliver the goods at any time. 
We did this—and an oft disappointed trade fed with promises, 





No. 14—Kid, % Fox., Pl T 8 
Polish, 12-8 Heel, in “hy ee ate ‘a a 
"Price $8.35 





No. 113—Kid, 6-Eyelet, Plain Toe, 
ns | Oxford, 12-8 Heel, in stock A, B, ‘ No. 661—Kid, # Sandal, 10-8 
DE. Ms cs wkccdsadca nid aokadael $5.85 Heel, in stock B, D. E. Price ... $4.50 


AULT-WILLIAMSON | < 


AUBURN, |M. 
FONDUUGUNQQUUNOQQQOUUNON00Q00U0O0040Q0O800000U00000Q0U000800Q0N000400U000008000U008900U0H000000URH000QU00008Q00U0000000000000QIU0UTE 


loo A 








No. 2+—Kid, Plain T. 7 in. i 
12-8 Heel, in stock A. B, ez am 





" Price $7.25 
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SPECIALISTS 


ine of “Constant Profit’’ 


COMFORT  , 
HVVNUVOGAUNOGOUNGOUNOGQUOOOUNOGUUOGGOOUOGOUNGGOOGQUNOGOUEOOUNOGUUOOOIINY SS 





showed its appreciation of our merchandise and prompt shipments. 


We have constantly produced “Constant Comfort” shoes in roomy, 

good fitting shapes, fulfilling style requirements. Our organization 

specializing on turn comfort shoes has achieved results which in a 
“factory of a hundred varieties’ would be impossible. 


We carry fifty staple styles in stock, in BLACK KID ONLY, 
all TURNS. 


We have an abiding faith in the continued demand for reliable 
turn shoes for street and home use, and we are proud to be con- 
sidered as the New England specialists in footwear of this 
character. 


Comfort shoes—particularly “Constant Comfort” shoes, have a 
place in every shoe store in the world, they NEVER go out of 
style—they ALWAYS bear a good profit. These styles are ready 
to ship—ORDER NOW. 





No. 669—Kid, ove Be pump, 12-8 No. 116—Kid, Rubber Heel, Plain be 
-- $5.50 Oxford, in stock C, D, E, EE. Price. .$3.7: 


Heel, in stock B, 


SHOE COMPANY 


MAINE. 





SHOE 


PF \ NAVNNNNAQUUAUUUVNOOOOOOQGQQOOUUUNEOOOEOOGQQOUUUEOOOOGOOGQOQOOUUUUOUOOOONOGL 
AS ‘ 





No. 159—Kid, Plain Toe, 734 in., Blucher, 
12-8 Heel, in stock A, B, C, D. Price. . . $7 7.28 





No. 4—Kid, a Fox., Imitation Perforated 
By & BD Be in., Polish, 12-8 Heel, in stock A, 
$8.00 


eee eee eee eee eee 
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AZTEC 
CALF 


Ast CALF: is recognized 
the world over as the stand- 
ard of excellence for Spring and 
Summer shoes, for men, women 
and children. Pliable and strong, 
this leather is pleasing to the eye 
and comfortable on the feet. 
Aztec Calf will be offered in the 
coming season’s _ fashionable 
shades. 









NORWEGIAN 
VEALS 


0 perth ces specialty 

leathers—a heavy, rugged, 
high-grade leather that is the first 
choice of high-grade manufact- 
urers for the popular brogue shoe. 
Norwegian Veals are suitable for 
both men’s and women’s shoes 
and are produced in two colors and 


black. 





MANDARIN 
SIDES 


CHROME tanned side leath- 
er made in glazed and board- 


ed finish and offered in two colors. 
Mandarin Sides are strikingly at- 
tractive and of the highest in- 


tegrity. They are designed to 
meet the call for fine shoes that 
can be sold at prices demanded by 
the great majority. 


LUN 








VIKING 
CALF 


A STRONG grained mellow 
calfskin that is moisture- 
repellent. This leather does not 
peel or chip and is especially 
adapted for a high-grade shoe. 
Viking Calf is favorably known 
and universally used by discrimi- 
nating shoe manufacturers. It 
takes a brilliant polish and is 
offered for the coming season in 
five colors and black. 







Sem Sao 










A. F. GALLUN & SONS CO. 


MILWAUKEE, WISCONSIN 


A. F. GALLUN & SONS, Inc. 
H. A. ELY, Manager, 11 EAST STREET, BOSTON, MASS. 
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IN-STOCK 
For Immediate Shipment 


“THE WALDORF” 


MAT CABRETTA TOP—GUN METAL CALF VAMP 
814-INCH PATTERN—GOODYEAR WELT 


A WIDTH 3-8 - - C WIDTH 24-8 
B WIDTH _ 3-8 - - D WIDTH 2}4-8 


PRICE. $6.25 
A. M. CREIGHTON LYNN. MASS. 


CATALOG OF FALL IN-STOCK STYLES SENT ON REQUEST 





; , Aen. \ ning dle) ak pba. rae Vite, 
has AY aa NEE SE Bie awe GANS <a Be a” 
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We Join You in the Promotion 
of Your Sales. 


Realizing the asset to our retail representatives of 
prompt deliveries, we have developed a new turn 
department. 

This improvement is in accord with the continual 
development that takes place in the Lindner 
Institution. It means a more complete line than 
ever before, which can be delivered for advance 
showings. 

As Lindner Shoes are leaders in footwear, so do 
we intend to make Lindner dealers the leading 
shoe merchants of their vicinities. 

In addition to our welts and turns in leather, ‘we 
are the exclusive manufacturers of shoes in White 
Marcelle, “the shoe fabric par excellence.” 


White Marcelle Cloth Oxford, Blum 81 White 
Washable Kid, Wing Tip. Lace stay and back 
stay. Vaughan's White Ivory Sole. 1% inch 
a Ivory Heel. O'Sullivan Rubber Top Lift. 
4 ast. 


— 



























ALAS 























Jsindner Shoe 


CARLISLE 


















































Ow. 


SPRING 1920 





THEY WEAR 


THE WHITEST WHITE SHOES 
IN THE WORLD 


No. 332-3 
Jazz Pump, White Cab. 
AA Grade, 18-8 Wood 
Heel 


ARE YOU? 


Going to protect your- 
self through the house 
which has a national 
sure de- 


reputation for 
liveries? 


= 
€ 


HAVE YOU? 


Have you stopped to 
consider your predica- 
ment next Spring if you 
do not act this Fall? 


No. 370-43 


Imt. Tip Lace Uxford, 
Havana Brown Kid, B 
Grade, 17-8 Leather 
Louis Heel $6.50 


AEROPLANE 
PUMP 


No. 804 
Aeroplane Pump, Mat 
Kid, AA Grade, 18-8 
Celluloid Wood Louis 
Heel, Pat Kid Wing 
Trimming $7.50 
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Kid Just Like A 
GLOVE! 


SATIN KID 


Obtainable only through our process. 
Made in McKays, Welts and Tums 


in all Styles and Patterns 





THE VAL DUTTENHOFER SONS CO. 


CINCINNATI, OHIO 
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RITE-EASY 


Built by a patented process with the famous 


K-B Patented Innersole 


The most flevible and comfortable 


shoe made~ 


EXCEPTIONAL VALUE 
UNIFORM QUALITY 
COMFORT 





Stock No. 30 
Civilian Rite-Easy 


Goodyear’welt. K-B patented innersole. 
Black vici whole quarter blucher. Munson 
last. Single sole. 4 and 5 wide. 
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FOR YOUR TOES’ WOES © 


No. 36 
Glazed Kid Lace Ox- 
ford, Kid Tip, Heavy 
Turn Sole, Roe 
a c., 


DSSS) 


Kt 


\Y 


Better Comfort Shoes 
No. 17 For Less Money 


Glazed Kid Polish, Circular Vamp, 
Plain Toe, 12-8 Heel, C, 3-8; yor 


Cy 


No. 72 


G oe. Kid Polish, Circular Vamp, 
d Tip, Heavy Turn Sole, 9-8 

: Rubber Heel, C, D, E and EE, 3-9 
$5.00 


Prices Subject to Change Without Notice 


ee LUNN & SWEET 
AUBURN MAINE | 
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Mien renin eile elem nen neni ie is! 





ACE CALF 


Color No. 75 











A smooth finish Ruby Red 
—the accepted Fall style— 





Also in boarded finish if desired 


J.S. Barnet & Sons, Inc. 


Tanneries at Salesrooms 


Lynn, Mass., U.S. A. 75 South St., Boston, Mass., U.S.A. 
NEW YORK OFFICE, 154 NASSAU STREET 


CABLE ADDRESS: ‘““TENRAB” 
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Style No. 408 
Last No. 113 


A NINE INCH BLACK KID LACE 
BOOT WITH AN_ IMITATION TIP. 
BUILT ON OUR NEW 113 LAST WHICH 
CARRIES A MEDIUM LONG VAMP 
AND A 13/8 HEEL. 


FOR SPRING 


COLONIALS 
OXFORDS 
PUMPS 
BOOTS 
THE “BREAD AND BUTTER” LINE 
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The Nature Tread Pad 


Is the ONLY appliance that develops and strengthens the 
feet whilst instantly relieving and permanently correcting all 
usual foot troubles. 





THE NATURE TREAD PAD renders all supports, braces 
or other artificial devices ENTIRELY UNNECESSARY!! 


To support the foot arches is to WEAKEN them—on this, all 
orthopedic authorities are agreed. The NATURE TREAD 
PAD does NOT support the arches, but positions the foot so 
that the arches become perfectly normal without other artificial 


assistance. 


—weighs only one-half ounce 


—can be worn with comfort from 


T H E the first 


—can be fitted by anyone in one 


NATURE | 


—no adjustments—no comebacks 


TR E AD —gives 100 per cent clear profit to 


dealers and another 100 per 
cent in time it saves and friends 


THE NATURE TREAD PAD is built P AD it makes. 


with a wedge on the inner side of the heél, 
which comfortably directs the body’s k h fi . . k 
weight to the outer border of the foot and —miakes shoe htting easier—keeps 
a metatarsal button is placed just back of ' h . h 
the tread so that the first and fifth meta- snoes in shape 
tarsal bones ride each side—thus establish- 
ing the proper weight bearing points—viz., 
center of heel—small toe—great toe joint. 





Send for our literature—try a pair at OUR EXPENSE on 14 days’ free trial. 


Fits all shoes, pumps and oxfords from AAA to EE, also misses’ and children’s sizes. 


Price $15.00 dozen pairs 


Price $12.00 “  “ (children) 
Retail $2.50 per pair 


Give name of jobber— 


THE NATURE TREAD MFG. CO. 


5 IN. LA SALLE STREET : : : CHICAGO, ILLINOIS 
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5,000 Pair on the Floor N 


Sizes 5 to 11 Widths A, B, C & D Number 400 


—a shoe of SUPER quality, material and finish. 


—that gains by comparison with the finest product of the custom shoe 
maker’s art. 


—it is superstyled, with every refinement, from silk stitching to crimped 
tongues, that the highest class trade appreciates. 


—tTop selections—Rich Mahogany Calf Upper Leather. 


—First quality heavy iron Scoured Oak Packer soles. 
—Grain Oak innersoles. ~ 0 0 
—Whole Oak Leather lift heels. ° 
—Oak Leather counters. 

—— — box —. sa 

—Fine weave 8-oz. Duck lining. 

—Tongues, crimped and padded. Telegraph 
—Uppers stitched with silk thread. Your Order 
—Soles stitched with ‘“‘Kant-Strand”’ thread. Collect 

—And above all—careful, conscientious and skillful workmanship. 


NUNN, BUSH & WELDON SHOE CO. 
MILWAUKEE, WIS. 
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GET RID OF YOUR 
SMALL SIZES 


MR. MERCHANT 


It is a known fact that every shoe store 
accumulates more or less small sizes and 
odds and ends. It does not pay to carry 
dead stock or slow sellers on your shelves. 
Invest the money you can get for these back 
numbers in good salable shoes and make 
your regular profits. 

We are in the market to buy all kinds of 
Shoes, Small Sizes, Broken or Discontinued 
Numbers, Old-fashioned Shoes, etc. We 
also buy entire stocks of Boots, Shoes and 
Rubbers. 

Write us what you have to offer and we 
will quote you our prices. 


2}: Gill Be Gr 


EXPORTERS and JOBBERS BOOTS and SHOES 
é TELEPHONE CANAL 861 


315-317 CHURCH STREET 
NEW YORK CITY 




















SOOT and SHOE 


ECORDER 


REAT  “ATIONAL HOE EEKLY 


INDINGS QUIPMENT and 
2EPAIRIN RING IVISION 
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The Shoe Store as a Gift Shop 


Facts About Silk Hosiery 





The Countenance of the Store 





The Special Service Department 


Making a Home for the Business 


The Profits on Findings 





A Modern Repair Shop in a Basement 











News and Notes of the Findings, Equip- 
ment and Repair Fields 














(Supplement to Issue of October 25, 1919) 





























Reg. U. S. Pat. Off, 














Advertised extensively in magazines 
and newspapers and by thousands 
of enthusiastic wearers, the “Stand- 
ard” predominates wherever spats 
are sold. 


Because they are modeled along 
graceful lines that cling to the ankle 
with “‘tailored-to-order” snugness 
the “Trimline” Spat and the “Boot- 
Top,” two leading styles of “Stand- 
ard” Spats, are the preference of 
both dealer and wearer. 


Made in the exclusive “Rautex” 
fabrics—cloth, linen, silk and satin. 


White and all fashionable shades. 


S. RAUH & COMPANY 


310 SIXTH AVENUE NEW YORK 


The largest and foremost manu- 
facturers of Spats in the World. 
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D. T. DUDLEY & CO. 


66 WASHINGTON STREET 
HAVERHILL, MASS. 





























What would be the worth of 
a fine motor car without a 


set of good tires? 


A good 


lace is just so essential an 
‘“‘accessory’’ to fine shoes as 


good tires to the fine car. 


If you, the retail merchant, can give 
your customer the most satisfactory 
shoe and shoe “accessory” pur- 
chase, you are making the most 
pleased customer—which means busi- 
ness building for the future. 


CORDO-HYDE Laces outwear ordi- 
nary laces by months, stay tied, and 
retain their distinctive and neat ap- 
pearance. There are no shoe laces 
made that are just like them. They 
maintain the quality and service of the 
finest shoes. 


We should be pleased to send samples and prices, 
and tell you the Cordo-Hyde story, which includes 
information about our special Display Box—a real 


sales producer. 


REG. U.S. PAT. OFF. 


“SOLID AS SOON AS SHOWN” 


Lace Division 


O. A. Miller Treeing Machine Co. 


Brockton, Mass. 
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Findings, Equipment and Repair Division 
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The Opportunity Is Coming to Make Holiday Sales the 
Greatest in History 


footwear and findings the greatest in history.” 
It comes from a good friend. 
Grab it. 


' KT us have a drive to make the holiday sales of 


It sounds good. 
Let’s do it. The opportunity is coming. 
Make the most of it. 

Consider, fellow shoe men, what it means. ‘““The 
holiday sales of footwear and findings the greatest in 
history.” It means larger sales. It means increased 
profits. It means pushing the shoe trade to higher 
standards. It means the opening of the way for the 
best business in 1920. 

How can it be done? Well, there are no set rules 
for it. There never are set rules when new work on a 
big scale is to be done. So let’s consider, me and 
you, the opportunity to make the holiday trade the 
biggest and best ever. 

In the first place, the spirit must be right. That 
means that every one of the 45,000 or 50,000 shoe 
merchants in the land must get firmly in his mind 
the idea that he can build up the largest holiday sales 
his store ever had. 

If there’s the spirit to do, the will and the means 
to do can be found. The first thing is to get the 
spirit. No man can do his work well, whether it 
is fitting a pair of shoes or sailing a flying machine, 
unless he has the right spirit. So let’s get the spirit 
right first. Not just think that holiday trade will be 
big. But say it will be the biggest in history. Tell it to 
the clerks. Tell it to the customers. Make the store 
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express it. Put it in the advertisements. Work 
it into the plans of each day. Spread it everywhere. 
Begin now, and the idea will roll up like a snowball, 
and eventually it will run by its own momentum, just 
like a snowball going down hill. Don’t wait until the 


week before the holidays. Begin now. Give the 
enterprise time to grow and gain interest. Get the 
we gust the 
| ON ay things pre sents 
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other shoe merchants to join it. Concentrated efforts 
bring best results. Concentrate, one and all, on this 
idea ‘“‘to make the holiday sales of footwear and find- 
ings the greatest in history.” 


**The Shoe Store Is the Gift Shop”’ 
There is a sign to set up. Make it the goal of the 
drive. Christmas trade will be big this year. People 
have much money to spend. For four years the 


Christmas spirit has been crushed by the war. It is 
(Continued on page 92) 








Boot and Shoe Recorder FINDINGS, EQUIPMENT and REPAIR DIVISION, Oct. 25, 1919 





The Woas Depends 


pon the Care 
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% teed when damage results from failure 
to observe the following simple rules: 


- How to Wash Silk 
Hosiery 


The chief enemy of 
silk hosiery is soil 
from perspiration and 
dust, — also leather 

| stain from shoe lining. 

pag Therefore, they should 

Stocking show be called gown © not be worn a second 

. time without washing. 

In order to insure long life, silk stockings 

should be washed shortly after removal. 

For washing use warm water and ivory soap. 
Dry indoors away from 
strong daylight, to 
avoid fading of colors. 
Do not dry on steam 
radiators or with arti- 

ficial heat. 


How to Put On Silk 
Hosiery 


. THE WRONG Way 
Stockings should be When stocking is pu//ed on, threads 


rolled down to the heel. a 

Avoid undue strain in pulling over the foot. 
Silk hosiery is ruined by inserting the hand 

while wearing rings which catch and cut the 





The High Cost of Living Corrected by Care 





The Profits on Findings 


Use Them for Paying the Rent—Reduce the 
Overhead Expense 

The proposition that the profits on findings be used 
for paying the rent has much merit. 

In the first place, if the profits on findings pay the 
rent, then the store expense is reduced. And as a 
consequence store profits are increased. 

If a merchant determines to make the profits on 
findings pay the rent, then he sets up an ideal to- 
ward which he will work. And that is something the 
findings departments need. 

Many a merchant shows his findings and says to 
his customers, “Take them or leave them, as you 
please.” They have no incentive to building up the 
sale of findings. They keep them just as a matter 
of accommodation. 

But live merchants show findings and say to 
customers, “Buy them and use them, and we will 
both be pleased.” Such a merchant sells findings 
for profit. When such a merchant undertakes to 


make enough profits to pay the store rent, .then 
he sets up a goal, and he makes a drive for his 
goal. 

Profits on findings are small. So they must be made 
quickly. That calls for speed in turning goods, and 
that in turn calls for rapid-fire action in sales methods. 

Making the profits on findings pay the store rent 
puts less into the business. 





Special Displays of Findings 

Special window displays of shoe findings are on the 
program for next year. Some of the large distributors 
of findings will encourage them. One concern will, if 
its present plans are carried out, offer prizes for the 
best window displays of its particular line of findings. 

Practice makes perfect. So it is time to practice 
for the window displays of findings for next year. 
Besides, the finding business is growing fast. It is 
paying good profits. It is worth all the aid it can get 
from the window displays. 
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fine silk threads. If the rings cannot be 
removed, the stone should be turned to the 
inside of the hand and covered by the thumb, 
so that silk threads 
will not be caught. 
Supporters should be 
fastened to the garter 
band only. If fastened 
below the garter band 
threads will almost cer- 
tainly be broken. If 
fastened too tightly, 
threads may be broken 
by strain when the 
knee is bent in walking or in climbing stairs. 


nv 





THE RIGHT WaY 


Stone of ring is covered by thumb 
when hand is inserted 


Silk Hosiery Damaged by Friction 


Shoes with rough spots or arch support- 
ers will wear out silk 
hosiery quickly. Be 
careful that eyelets, 
lacings, and buckles on 
shoes do not tear the 
threads. 

Silk hosiery, espe- 
cially with clocking, is 
quickly worn out by 
friction with tight 
skirts. 

Silk hosiery cannot be guaranteed against 
tee and heel wear. 





THE WRONG WAY 
Stone of ring may catch and tear 
threads 


To secure satisfactory wear from silk 
hosiery be sure to — 

Purchase proper size, 
—it is usually advis- 
able to buy silk hosiery 
‘one-half size larger 
than lisle or cotton 
hosiery. 

Own several pairs 
| and wear them in rota- 
tion. 











THE RIGHT WAY 


Supporters should alv ays be fastened 
to garter band 


Wash and dry them 


according to instruc- 
tions. 


Be careful in put- 
ting them on. 


Be careful that they 
are not damaged by 
defective shoes or 
other unnecessary 
friction. 





THE WRONG WAy 


Supporters fastened below garter band 
will ruin the stocking 


ISSUED BY THE 
COMMITTEE ON ADJUSTMENTS 
OF THE RETAIL TRADE BOARD 
BOSTON CHAMBER OF COMMERCE 





How to Reduce Complaints on Living—Circular in Each Sales Package 








Prices on Shoes in Window 


Prices are a leading topic in the shoe trade, and the 
question comes up again—‘‘Shall price tags be placed 
on shoes in the window displays?” 

Shoe merchants are answering it according to their 
circumstances, which is the reasonable thing to do, 
because circumstances alter cases. For example, two 
stores, one across the street from the other, recently 
had special window displays of Fall footwear. One 
had not a single price in its window. The other had 
a price tag on every lot of shoes. 

The first merchant was showing new fashions, and, 
evidently, was presuming that his prospective cus- 
tomers were seeking styles, and not prices. The 
second merchant was showing shoes at a price, and, 
evidently, was seeking the patronage of customers who 
wished shoes at a price. 

Price tags on the shoes in the fashionable window 
display would certainly have spoiled its effect. And if 
there had been no price signs on the other window 
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display, it would have had no drawing power. 
Price tags, like many other articles are aids to 
sales that must be used with care. 





Advertising of Modern Shoe Repairing 


Co-operative advertising of modern shoe repairing 
was started upon by an Indianapolis newspaper the 
other day. It presented a full page telling of the 
advantages of having old shoes made new. The 
middle of the page was taken by a nation-wide 
advertiser to tell of its specialty line of soles used by 
modern repair shops. The border was made up of 
advertisements of modern shoe repair shops of 
Indianapolis. Each repair shop posted special 
bulletins on its store door, and had special window 
displays, all for the purpose of getting people to have 
their old shoes repaired. 

Eventually, there will be a nation-wide “Get-Your- 
Old-Shoes-Renewed Week.” 
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W4itemore 


The name associated with shoe polish since 
the early days of the shoe industry. It 
always stood for quality, variety and service. 


ROM a small workshop on a side street in Boston to a great factory with every facility for the pro- 
duction of shoe polishes, there has been built up an industry which is responsible for the beautify- 
ing, protection and increased wear of more shoes than it is humanly possible to calculate. 


The public by millions is as familiar today with Whittemore’s polishes as they are with the products of 
such brains as Howe’s, of sewing machine fame, Bell’s, of telephone notoriety, Edison’s, of electrical 
prestige, Fulton’s, of steamboat renown, Ford’s, of motor car popularity, and numerous others identified 


with the world’s progress and prosperity. 


To Whittemore must be given the credit of the chemical discovery that made possible the original method 
of holding dyes and waxes in solution to produce the popular friction polish. 


To Whittemore the trade is indebted for the production of the first combination dressing which made it 
easy to cleanse the shoe of dirt, without injury to the leather, before applying a finish to produce bril- 


liancy. 
The famous self shining dressing was first produced in America by Whittemore and introduced to the 
public under the popular title of Gilt Edge. 


With the improvement in the tannage of leather and the very general use of kid in place of calf, a demand 
arose for special polishes for dressing the leather which Whittemore met with unexcelled preparations. 


Pioneers always have their followers. In the years intervening between the date of Whittemore’s begin- 
ning and the present day, several hundred manufacturers of shoe polish have bid for trade favor and 


public prestige. 

It is with pardonable pride that Whittemore acclaims supremacy. Notwithstanding extraordinary com- 
petition, Whittemore’s polishes are today more widely distributed, more generally bought and more 
highly appreciated than ever. 


No forced methods in selling to induce this development have ever been resorted to, nor have big schemes 
and combination offers been in any degree responsible for steady progress. The business was firmly 
started on merit and the growth has been the natural expansion which follows cultivation of an expert, 


specialized character. 


To rely upon Whittemore for your supply of shoe polish is to always feel that no matter what the price 
paid, or the inducement offered, you could not be in better position to serve and satisfy trade. 


WHITTEMORE BROS., CORP. 


LARGEST PRODUCERS OF SHOE POLISH IN THE WORLD 


BOSTON, MASS. 
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The Countenance of the Store 


An Article Wherein It Is Argued That the Store Front Is the Most 
Important Part of the Store 


the store, let us consider the store front. Some 

may declare that the stock is the most im- 
portant part, others that the clerks are the most 
important part, and still others that the prices are 
the A No. 1 headliner. 


we first place in the list of important parts of 






































But this article will argue that the front is the most 
important part of the store.{ It will start with the 
proposition that the front is the countenance of the 
store. The countenance is the face of the man, isn’t it? 
Likewise is the countenance of the store its face, or 







) 


: 








its front. People are particular about their faces. 
They keep them clean, honest and as handsome*as 
can be, for the face is the index of the character. 
Likewise is it with the front of the store. It is an 
index of the character of the store. If a good¥face 


_ 5,000,000 visit it, and 30,000,000 pass it. 


means a good character, then a good store front means 
a good store. Which is one argument to support the 
point that the store front is the most important part 
of the store. 

Now consider a second argument—verbal argu- 
ment, so to speak. It’s a clincher. To front is “‘to 
present face to face.” In other words, to front the 
store is to present it face to face to the customer, 
both actual and prospective. Three million people 


buy goods in one big city store annually. Doubtless 
So the 


store faces 30,000,000 people annually. It presents 


the limit 


De 
corators go S- lwan 


voy store 











its countenance to this multitude. They judge its 
character by its countenance. They determine what 
they shall buy, or not buy, by the front of the store. ° 

The throng passing the store makes the biggest 
opportunity for the merchant to sell goods. It is 
made up of people who have a mind to buy. They are 
right handy, where desire to buy can be turned into 
the act of buying. The store front is the magic 
medium that transforms the prospective buyer into 
the actual buyer. It is no trick of magic. It is the 
influence of the store front. 

If 30,000,000 people passed a brick wall, they never 
would think of buying, not even a brick. If 30,000,000 
people pass a handsome store front, every one with 

: (Continued on page 101) 
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THE SHOE STORE AS A GIFT SHOP 
(Continued from page 87) 

coming back strong these days of peace. Give it a 
helping hand in the shoe store. The shoe trade, by the 
way, never has had a real peace celebration. Stage it 
for this holiday season. 

Begin early with the holiday decorations. Make 
the Thanksgiving store as attractive as a fat turkey on 
We shoe 


a platter. Skimp not on the decorations. 
men have an abundance. Let us be grateful according 
“ Boys, we'll make 
this the Midie> 
holiday 








trade , 
ever 





Shame the man who prospers, 
and kicks at his own prosperity. Display the grati- 
tude that comes from a full heart. Get happiness in 
the shoe store. Make the window display a zipper. 
Double the advertising space, if you must. Spread 
the spirit of thanksgiving. Stir up enthusiasm among 
the clerks. Put a thanksgiving favor on every carton 
of shoes. Spend money freely for boosting interest in 
footwear and findings for the holidays. It is all 
preparatory to making holiday sales the biggest 


in history. 


to our abundance. 


Do Your Christmas Planning Early 


Now how shall the shoe shop be made into a gift 
shop? In the first place—‘‘Do your Christmas plan- 
ning early.” Recollect the advice you give shoppers 
about doing their Christmas shopping early. Take it 
yourself. Take it early. Do not let the opportunity 
get by for making Christmas business the biggest 
your store ever had. 

If you have the courage, take down the regular 
sign over the door, and put up a new one reading “The 
Shoe Shop Is the Gift Shop.” Keep everlastingly at 
work on this sentiment. It is sentiment that you are 
creating. Sales follow sentiment. You can’t sell 
gray kid boots at $3 a pair for Christmas gifts unless 
you can first convince people that gray kid boots are 
proper things for Christmas gifts. Bargains in shoes 
go begging when people are spending money for 
Christmas elsewhere. But create a sentiment that 
shoes are proper articles for Christmas presents and 
you can sell out the.store. Just keep in mind that 
this is to be the biggest Christmas ever, and loads of 
gifts will be given, and there will be Christmas 
entertainment and Christmas joy unbounded. Foot- 
wear and findings will be wanted if you convince the 


$2 


people that they are ideal articles for Christmas gifts. 
And you can keep in mind, if you wish, the cold- 
blooded business proposition. that as you increase the 
volume of your sales you get down the overhead 
costs of selling shoes. Or consider the reverse of this 
proposition—if you let your Christmas sales run 
down, your overhead expense will increase, and so 
will the depreciation of your stock. There is every 
business reason for making a powerful drive to sell 
more footwear for Christmas gifts. 


Findings Are Better Holiday Merchandise than 
Ever 


The shoe shop that is the gift shop can feature the 
finest lines of findings that ever were offered to the 
purchasing public seeking useful and pretty articles 
for Christmas gifts. The stock of findings is not only 
the most varied, but it never was of such fine quality 
and excellent appearance as this year. 

Consider buckles, if you will. More than a thousand 
varieties are there. They retail at from a penny to 
$1,000 aset. Santa Claus will delight in giving them. 
There’s a buckle for every foot. and for every purse. 
A pair of pretty shoe buckles, in a velvet case, is as 
nice a gift as the prettiest dancer would desire. 

Then there is hosiery. Those Scotch stockings, of 
wool and silk, are just in time to do their bit toward 
making these Christmas sales the biggest and best 
ever. There are plain stockings for daddy, and sport 
stockings for big brother and big sister, too. And 
silk stockings are as staple for Christmas gifts as is 
apple pie and cheese for dinner in New England. 


Let Santa Claus Show Findings and Make 
Sentiment 
Put Santa Claus in the window early. Or have him 
take charge of the findings department. Get him in 
close contact with the buying public. He can show 
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goods and put the holiday spirit into business at one 
and the same time. And it is the holiday spirit that 
the shoe trade must have to get its record volume of 
holiday business. 

Santa Claus may show spats. In the window, he 
may put them on a pair of shoes, and admire them. 
Perchance he may present a card, telling of the style 

(Continued on page 101) 
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The Special Service Department 


It Will Help to Make Your Customers Live Longer, and the Longer 
. They Live the More Customers You Will Have 


certainly does look good. The doctor passes 
out advice with his medicine. The dentist 
adds advice with his tooth filling. The auto shoe man 
educates his customers to care for their automobile 
shoes. But the shoe man—well isn’t it as true as 


bie service department idea'looks good. It 








Please step into our Service Department, 
says the clerk 


preaching that quick fitting is 60 per cent of the shoe 
game of today ? 

Ever read Dr. Bradford? Take an hour some eve- 
ning, and read what he says about crippled feet. 
Real stuff he passes out, good readable material. 
After you absorb it you will be convinced that the 
feet are a most important part of the human anatomy, 
You may begin to suspect that quick fitting is only 
one-quarter of one per cent of shoe merchandising 
and right fitting is 9934. 





Your customer will think a lot more of 
your store 


Say you have a service department. It is a corner 
of the store. Perhaps it is a private office. It has all 
the equipment the treasury allows. In comes Mr. 
Customer. “I’m paying $15 a pair for my shoes,” 
says he, ‘“‘and I'll be hanged if my feet feel any better 
than they did when I did cover them for $3 a pair.” 
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“Please step into our service department,” says 
the head clerk. In goes the customer. Mr. Special 
Service Clerk pulls off customer’s shoes. ‘“‘Let’s see 
what’s the trouble,” says he. “The shoes fit very 
good. Yet maybe a wider toe would be a bit better. 
Your stockings are a size too small. I fear your feet 
were not measured when you bought them. Patent 
leather shoes sweat your feet. That makes your feet 
uncomfortable. Wear them only for dress. I advise 
kid leather shoes for you. They are soft and com- 
fortable. Your shoes show signs of little wear. You 
ride much, do you not? Yes, I thought so. I believe 
your doctor would advise you to walk more. It would 
harden up the muscles and the flesh of your feet. I'll 
venture the opinion that it would improve your 
health.” 

Now if a customer, just plain John Smith or Bill 
Jones or Mortimer Percy Geezinks, got advice like 
that, right from the Special Service department, 





Men would live longer if they took care of 
their feet 


wouldn’t he think a lot more of the store? Wouldn't 
he appreciate shoes with this advice more than he 
does the quick fitted stuff > 

Of course, the main job of the Special Service de- 
partment would be to fit up the feet with which there is 
real trouble, the feet that need corn plasters, arch 
supporters, toe straighteners, special stockings, foot 
powders and other particular treatments. 

A Special Service department certainly looks a good 
medium for promoting the reputation of the store, as 
well as for increasing the sale of findings. But, 
fundamentally, the Special Service department will 
help your customers to live longer. And the longer 
they live, the more customers you have. Further- 
more, seasoned customers are the best customers. 
Dr. Bradford says that men will live longer if they 
take better care of their feet, and wear good shoes. 
That makes a mission for Special Service department. 
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The experience of over 30 years manufacturing Over- 
gaiters surely qualifies us to serve the best trade. Our 
lines are sold by the best dealers from Atlantic to 
Pacific in both United States and Canada. A trial will 
convince the most skeptical. We can meet your re- 
quirements in all styles and grades. 
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Perfection Overgaiter Co., vermont 
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nyse every one of your work shoe customers come back 
and say, “It’s the best work shoe I ever bought—I want 
another pair just like them”. You can do it by selling a box of = 
“The Tanners’ Own Dressing” with every pair. A mixture of pure SS 
animal grease that nourishes and protects the leather, keeps it soft ~——— 


and pliable, and sheds water. Sy oe 
IP&V snoe DRESSING 


The Tanner's Own ee 


ree \ 





25c size...... $2.00 per doz. — aa per gross 
10c size....... PF Me eee lame 
Sample size.. .40 “ ‘* RP Ee 





$4.00 order— 1 dozen 25c, 2 dozen 10c, i dozen sample 
Display stand with 2 dozen 10c or 1 dozen 25c cans 








Recommended and sold by Jeading manufacturers of 
Heavy Shoes and Shoe Findings, and Harness Jobbers 


PFISTER & VOGEL LEATHER CO. 


MILWAUKEE:: - WISCONSIN 
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It 
Ad? 


Will She Read About A Demonstration 
Of Foot Comfort Giving During 
Dr. Scholl’s Demonstration Week 


(November 17th-22nd) 


In Your Ads Or In Your Competitors? 


The women and girls who are foot-weary from shopping 
or from their work and the men who are constantly 
suffering from their feet are going to read announcements 
of Demonstrations of Foot Comfort Methods during Dr. Scholl’s 
Demonstration Week. These will be in the form of ads in their . 
local newspapers, inserted by the progressive shoe dealers who will 
conduct such Demonstrations in their stores throughout this BIG— 
GEST OF BIG WEEKS. They will all read such announcements. 
The question is: Will it be your announcement they read or some 
other store’s? 

Make it yours. Get in on this big clean up. There never was such 
another opportunity for profit and customer making. Send TODAY 
for the big instructive book—How To Conduct A Demonstration. 
It’s FREE. Mail the coupon now—the time is growing short. 


THE SCHOLL MFG. CO., 
Largest Makers of Foot Appliances in the World 
213 W. Schiller St., CHICAGO 


339 Broadway 112 Adelaide St., E. 
New York London Toronto 












HOW To Conduct A 
Demonstration 







Put your name and address on lines below and 
receive your free copy of this valuable book of 
useful information on how to make your Demon- 
stration during the BIG Week pay you to the 








fullest extent. 
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GRIFFIN RAPID BLACK§IDYE 
worn Tan Shoes into 


For converting, 
a Lasting Black. For use on New Leather 
only. o odor—No Poisonous Oil of 


Myrbane. 

Small Size, $14.00 gross, $1.20 doz; Large 
Size, $22.50 gross, $2.00 doz; Quart, 90c 
each; Gallon, $3.25. _4 


ESSENTIALS 


For Your Fall Business in Shoe Dressings are 


the three items listed. 


They will in themselves 


take care of the greatest part of your demand. 


Like all Griffin products, they are “Leather 
Insurance” and they will give satisfaction. 


Yi 


GRIFFIN 
CME OU 
\\uae WALI >, 


YN 
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DRESSING 


FINE SHOES 


ddd 


LEATHER 
ESTOR 
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GRIFFIN “SUPREME QUALITY” 
SELF-POLISHING DRESSING 


For ladies’ and children’s shoes—Softens 
and preserves the leather. 


5 oz. Size only, $22.00 gross, $2.00 doz. 


GRIFFIN LOTION CREAM 


In white, black, light tan, Havana browa, 
dark brown, light ay and dark gray. 
Cleans, softens and polishes all kid leather. 
Contains no injurious acids. It is to the 
leather what cold cream is to the skin. 


3 oz. Size, $20.00 per gross, $1.75 per doz. 





GRIFFIN MFG. CO. 


69 MURRAY ST. 


NEW YORK, U.S.A. 
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Attractively Trimmed Windows in Autumn Foliage Effect at Willson’s Shoe Shop, 388 Washington Street, Boston 


Autumn Foliage Windows 


Clever Trims at Willson’s Shoe Shop, 
Boston 


Two attractive windows and an outside showcase 
at Willson’s Shoe Shop, 338 Washington Street, 
featured Autumn shoes for Fall and Winter with an 
effective trimming in Autumn foliage effects. Lat- 
tices were used for festoons of beautiful foliage in the 
yellow and deep-red tints, with bunches of grapes 
entwined. 

The window cards which announced the spe- 
cials in. men’s and women’s shoes were printed on 
cards in brown and green effects. Dark tan models 
for men and women were prominently displayed. A 


serviceable walking shoe for women was featured at 


$5.85 and $6.85. 

In men’s shoes cordovan leather was extensively 
used. A goodly showing of brogues was made. The 
special shoe featured in men’s was a smart model in 
coco brown at $6.50. 

Willson’s Shoe Shop, Inc., makes it a point to have 
in all of its window trims educational literature for 
the public. The points which they want driven home 
are usually printed on a sheet of white paper in type- 


writing type and are neatly pasted on the outside 
glass of the window. 





“The Store with Two Doors’’ 


A Story Showing How a New Store Name and a 
New Store Front Were Gained at One and 
the Same Time 


Two doors instead of one, and one-third more 
window display space; also a new glass front—that is 
what one enterprising merchant of the new school 
gained by remodeling his store front. 

He took an old store with a big front, heavily 
framed with wood and short of glass, and with one 
big door that was as ugly and as clumsy as the door 
to the town lockup. He ripped out the hideous front 
and put in an all-glass front. He-split it up into three 
sections, a central section, with a door on either side, 
and two end sections. The central section stands 
forth like a huge all-glass show case in the window 
front. The doorways are deeply recessed, and are of 
glass on either side. ’ 

The merchant has capitalized his store front, for 
he advertised it as “the store with two doors.” 
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Unit Display ““O”’ 


| A few carefully chosen 
| fixtures of ccrrect de- 


Display Your Shoes 
CORRECTLY 


Bring out the full possibilities of your win- 
dows by attractive display. The right kind 
of fixtures will develop their selling power far 
beyond expectations. 





you to make effective 
displays with but little 
effort. 








In this line of fixtures we have assembled an 
array of original, distinctive and harmonious 
display material that can be adapted to any 
shoe window. 


“DISPLAY EQUIPMENT 
for FOOTWEAR” 


This is the name of a new, profusely illustrated Catalog 
printed for shoe merchants. It contains 72 pages of 
designs, suggestions and shoe window trim ideas. 
Write for a copy. 





Curtis-Leger Fixture Co. 
226 W. Jackson Blvd, Chicago 





























Your interests are protected, for the reputation of a 
successful, efficient Fibre organization is behind every 
sheet of Board sold for counter or innersole purposes. 

Demand that your shoes contain the product of 
the West Virginia organization. 





West Virginia Pulp & Paper Co. 


: Pulp Products Dept. 
200 Fifth Avenue. 732 Sherman Street 


New York Chicago, Ill. 
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Many People 


—probably most of your customers — 
want only the best! 



































(Invisible Buckle) 
Invisible Buckle 
3 DE LUXE 
Patent Pending (Invisible Buckle) 
Patent Pending 











Show Them DE LUXE Spats 


They will at once recognize the quality—the 
beautiful workmanship and appreciate the ex- 
quisite fit of these incomparable spats. 


DE LUXE spats come in all colors, heights 
and exclusive DE LUXE styles. 


Orders for holiday trade will be handled 
promptly and efficiently. 


AMERICAN GAITER CO., Inc. 


Making the World’s Best Fitting and 
Highest Grade Spats 


Factory: 
New York Office 
129-133 Grand Avenue Marbridge Building 


’ Brooklyn, N. Y. 
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“Since 1898” 
FOR 


Style Alppearance Fit 


WILLIAM GREILICH & SONS 


Factory and Sales Offices N. Y. Office and Show Room 
Brooklyn, N. Y. Marbridge Bldg., 47 W. 34th St. 
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Customers via the Window Route 


“On the way to business in the morning it is my 
custom to walk for a short distance after reaching the 
downtown district. 

“T am not an extremely observant man as far as 
display windows go, but you can be sure that anything 
unusual, striking, novel or interesting, gets my atten- 
tion, and I believe in that respect ] am like about 99 
per cent of mankind. 

“So that because a particular store, and it happens 
to be a cigar store, got my attention by its window 
displays, proves that it must have been something out 
of the ordinary. . 

“To begin with, I noticed first of all that here was 
a cigar window that was different. If the dealer hada 
window on cigars it was always planned to bring one 
particular brand into prominence, and inside the store 
the counters and display cases carried the idea home. 
If he was selling pipes, cigarettes, pipe tobacco or any 
other of his sales commodities the plan was all the 
same, and carried out and emphasized very clearly. 
You got the impression with unmistakable force of 
what he was trying to sell, and if he didn’t always sell 
you it never was the fault of his displays. 

“But what I liked about his windows was their 
individuality. They were stamped unmistakably with 
the man’s personality. He certainly was an artist 
in presenting to the public the story of his merchan- 
dise, though | very much doubt, if he has any great 
reputation among window-dressing artists, so called. 
He was just a plain, ordinary man with something to 
sell, and he told the story in as direct language as he 
could with his remarkable display windows. About 
the best decoration that can be conferred upon him is 
to say that in ten of the busiest city blocks where 
tobacco competition is keen he has added to his sales 
until he now tops every competitor. 

“The more I think about this man the more I 
realize what real ideas can do to windows. The man 
who dresses-a window must not be a copyist. He 
must have some real ideas of what he wants to sell 
and then plan to express them clearly and forcibly to 
the public through his windows.” 





THE SHOE STORE AS A GIFT SHOP 
(Concluded from page 92) 
of spats, as well as prices. Spats are certainly good 
Christmas merchandise. They are another bit of 
_ evidence supporting the argument that the shoe 
merchant has a greater stock of merchandise than 
ever to sell this Christmas. 


Make Up Holiday Packages of Findings 
Santa Claus may show up sets of laces. There are 
high-grade laces. But millions of people are still 
wearing laces of the plain, or garden variety. The 
Christmas season opens an opportunity for the 
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merchant to sell the better grades of laces. Make up a 
set of them. Tie a Christmas ribbon around them, 
and sell them for 50 cents. That will lift them into the 
Christmas present class. 

Santa Claus, making up Christmas packages in the 
window, may see fit to include boxes of shoe dressing 
among his favored articles. A box of blacking, a box 
of tan polish, and a box of white cleaner may make 
a good present to many a family. Make up a set. 
Tie it with Christmas ribbons. Sell it for 50 cents. 
That will lift it into the Christmas present class. 


Dress the Store in Finest Holiday Attire 

Make the store a Christmas present, too. Give 
it new equipment. Fit it up in the true holiday style. 
Let the holiday decorations abound. Spend money 
freely on them. It is to stir up the Christmas senti- 
ment. That is making a place for “The shoe store as 
the gift shop.” It is not for this year alone. It is for 
many years. The Christmas spirit almost failed 
during the war. Now it is coming back in new form. 
The shoe trade has its chance to get its real position 
in the Christmas trade. That real position is ““The 
Shoe Store as a Gift Shop.” 

Go to it, with full strength, and the spirit of win- 
ning. Convince every customer, and every possible 
customer, that the shoe store is a proper place, and an 
advantageous place in which to buy Christmas goods. 
Perish the old notion that people should starve the 
shoe man at Christmas time in erder to fatten the 
jewelers and the sellers of thingamajigs. Shoes and 
findings are useful. Shoes and findings are ornamental. 
Shoes are findings are better Christmas merchandise 
than ever. “Let every one of the 45,000 or 50,000 
merchants of the land join in a drive to make foot- 
wear and findings the head liner among Christmas 
gifts. Roll up the biggest Christmas trade ever this 
year. It will pave the way for the best business in 
1920, and for the holidays to come. 





THE COUNTENANCE OF THE STORE 
(Concluded from page 91) 
eyes among them will think of buying. It’s the store 
front that does the trick. 

There’s the same difference between a store with 
a good front and a store without any front at all 
as there is between the face of a live American business 
man and the face of the wooden Indian that once 
served as a cigar-store sign. 

Be the store front all glass, or steel and glass, or 
marble and glass, or wood and glass, it matters 
little if it has a style that reveals the character of 
the store. Men do business best when they met face 
to face. It is the same with stores and customers. 
They do business best when face to face. Certainly 
the front is the most important part of the store, 
because it brings the store face to face with the 
customer. o 
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The Mark of Good 
Shoe Dressing 


“EAGLE BRAND” is a name that always has been conjured 
with QUALITY polishes. 


Leather dressings or preservatives in their highest form is the 


aim of “EAGLE BRAND” production. 


‘EAGLE BRAND’ 


“A Perfect Dressing for Every Shoe” 


Quality is always a “repeater.”” And you want to sell a polish 
that is well known and has merit. 


All the popular and desirable colors and finishes for all styles 
of leathers are included in the “EAGLE BRAND” Line. 


Get a complete stock from your jobber. 


The American Shoe Polish Company 


CHICAGO, ILL. 
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Sik, “S1-ling,” 
Socks and 
Stockings 


‘TF ISTORY’S first record of silk dates 
H back to 2640 B.C. At that time, 
so Chinese tradition has it, the 
Empress Si-ling first gave encouragement 
to the cultivation of the mulberry tree 
—the rearing of silk worms and the 
spinning of silk. 

Strangely enough, not even in 4559 
years have men been able to equal the 
humble artistry of the little silk worms 
of far off China and Japan. 


So until something better is discovered 
Monito Silk Stockings and Silk Socks 
will continue to look to silk worms as 
the only originator of the silk from which 
they are knit. 


To sell Monito silk hosiery is to know 
that you are selling hosiery of purest 
silk—all silk and nothing but silk. 


Moorhead Knitting Co., Inc. 
Harrisburg, Pa. 


Monito sales service radiates from. 
the following offices: 


NEW YORK— COLUMBUS, O.— 
200 Fifth Ave. 260 13th Ave. 
BIRMINGHAM— 25 Peach Tree Arcade 
12 Potter Bldg. KANSAS CITY, 
BOSTON— MO.— 
31 Bedford St. 506 Ridge Bldg. 

ST. LOUIS— DALLAS— 

520 Wainwright Bldg. 1019 Commerce St. 
PITTSBURGH— NEW ORLEANS— 
3043 Jenkins Arcade 314 Hennen Bldg. 
DETROIT— CHICAGO— 

63 University Bldg. 1000 Republic Bldg. 
READING— INDIANAPOLIS— 


1416 Perkiomen Ave. 319 Occidental Bldg. 
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Pronounced ““Mo-knit-toe” 


STOCKINGS for WOMEN 


SOCKS for MEN 
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This. Kawneer Store Front 


ULV ML 























Let us Show You How a Kawneer Store Front Will Pay a Big Profit 
for YOUR STORE. 


Do not overlook this coupon. Send it at once. 


KAWNEER MFG. CO 


TUTTI UU UO RR UT UU ULI MI LU 


Put New 
Sales Life 
intoan Old 
Building. 


More than 60,000 
merchants have 
proven the value of 
the KAWNEER 
WAY of Moderniz- 


ing their stores. 


UGA UT 


Ui 
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| KAWNEER MFG. CO. 





1813 FRONT STREET 
eg NILES :: MICHIGAN 


1813 FRONT ST. 
NILES, MICH. 


Send me a copy of 
FORGING AHEAD 
your new booklet for 
merchants. 

Pin this to your letterhead. 








| 
J 











WILL BE 
BIG SELLERS 


VERY woman who has ever suffered the dis- 
comfort of loose shoes will want one or more pairs 

of Trilby Heel Grips. These velveteen-covered pneu- 
matic tubes hold shoes firmly on the feet and eliminate 


annoyance. 


Trilby Heel Grips are easily attached and invisible 
in wear. They are made in brown, black or white and 
retail at 25c the pair. Wide-awake shoe dealers will 
anticipate their customer’s needs and assure good 
profits for themselves by stocking Trilby Heel Grips 
atonce. Write for details! 


Trilby Heel Grip Mfg. Co. 
85 Fifth Ave., New York 





TRUFIT 
SPATS 





























are approved by big 
buyers all over the 
country. This is assur- 
ance that Trufits can be 
bought safely for any 
size store. 


Made in all the wanted 
colors, in Box Cloth and 
Felt. Immediate deliv- 
eries. 


Shall we send samples 
and prices 


Laing, Harrar & 


Chamberlin 


43 North 3rd St. 


Phila. 
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WARM FEET 


“The Dayton” Foot-Warmer Insoles Feel Fine 


Besides the unsurpassable quality of these foot-warmer insoles, they are guaranteed to keep the feet 
warm and dry, thus producing Health and Comfort. 

A patented chemical composition constitutes its power to warm, by stimulating the circulation of 
the blood through the soles of the feet. 

Those working out-of-doors during the wintry weather will be especially pleased with the comfort 
obtained through’the use of a pair of “The Dayton” Foot-warmer Insoles. 


They fit any shoe. 


DAYTON INSOLE CO. 


Your Opportunity / 
Our Display Card 


16 Service for Shoe 


Seusnable | Dealers ‘will soon be 
each month | JY) your Cl ty~ Will yours 
One set of | be the store to receive 


Trames to 


match your its benefits ~ or is there 


fixtures 


34 ,- a more progressive mer 
chant who will grab this 


123 Mill St., Dayton, O. 
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Your investigation 
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of our line will 
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convince you 
that— 
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No other spats 





opportunity ahead of you 
XR 


Only one shoe dealer in 
j a locality “can get exclus 

ive rights to our service 

You can be this one if you 

ACT PROMPTLY — Its cost 

is Surprisingly low ~ one 

whole month's service for 

less than a single issue 

# Jn, '§ newspaper advertisement 
) #18. WRITE RIGHT NOW 
— 2 Beat your competitors to it! 


STANDARD SH 
56 W.Washington St, CHICAGO, ILL. 


Hundreds of the country's leading merchants 
will back up everything we claim = 


eee | | | | oe | 
SOC Cc CC CCC eee ec ee 


OW CARD SERVICE inc. 











Have done more to bring about the 
desirable condition of low shoe popu- 
larity the year ’round than ELITE 
SPATS, Brooklyn made. 

It is because spats are so popular that 
you are selling so many pumps and 
oxfords. Bring shoe customers who 
are spat customers to your store. 


Let us send samples for your inspection. Note the 
snug fitting qualities, the wanted colors in which 
they are made and the extremely low prices at 
which they are sold. 
In felt, 10 button, $12.50 a dozen. 
12 button, $14.00 a dozen. 
Kersey from $24.00 a dozen up, all colors. 


Write us to-day — you'll get an immediate reply. 


BROOKLYN SLIPPER CO. 
409 Osborn Street, Brooklyn, N. Y. 
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The lasting good appearance 
and unequalled wearing 


qualities of 


Gordon 


HOSIERY 


— iit ' ' 
Se in wie Sie wie et 3 "SS 


have established it so firmly 
-in the public confidence—the 


name will never be forgotten. 


You will find a Gordon Hosiery 
department profitable to you, 
in that it attracts and holds 


customers who want the best 


cr Dt a) a 8) ae tt ee bs ae tt a 6) ae 5) aie sh ae a 


in hosiery as well as shoes. 


Cotton, lisle, silk-lisle, fibre- 
silk and pure thread silk, for 
men, women, boys, girls and 


babies. A complete line. 


eBrown Durrell 


Sole Distributors 


an we hl ee ee ee 


New York 





SPATS 


READY FOR 
PROMPT SHIPMENT 


KERSEY 
‘BUCK CLOTH 
FELT 





Colors: 





Castor, Fawn, Taupe, 


Black, Brown, Pearl Gray 


Prices up to $30.00 per dozen 


The Simon Halperin Co. 


121-123-125 W. 17th Street 
NEW YORK, N. Y. 


Women’s 2-Ply Shoe Tongue Pads 








Boston 





CHRISTMAS 


DECOR ATIVES 
THAT ARE 


DIFFERENT 








Our new line of Christmas dec- 
oratives far exceeds anything 
yet produced for holiday dis- 
plays. Each number has been 
created to bring more business 
to your store through displays 
that will be different. Write 
for your copy of our New Christ- 
mas Catalogue at once—it’s free 


The Adler-Jones Co. 


*333 So. Market St. 
Chicago, IIl. 
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THE IMPROVED 
INVISIBLE TOP-TREE 


Nothing will so emphasize the good lines of your Fall styles like May- 

hew’s a Top-Tree. 

Hundreds of shoe dealers all over the country use and endorse these 

high grade top trees. No store can afford to be without them. 

Because they improve the shoe a el cent and last you a lifetime. 
on gel they are made of cold iteel and cost you only $6.00 

OZ. ir. 
Bend for PFREE SAMPLES and test it out. See how much more 
—_— and dsome the shoe looks when supported by Mayhew’s 
‘op-Tree. 
We will make exchange on all 1917 Top-Trees “Direct only” at a . 
charge of 25c per pair when old Trees are returned. 


ORDER BY NUMBERS 
No. 8 for open form. No. 6 for closed form. No. 4 for men. 


Better Shoes in Your Window 


JAMES N. MAYHEW CO., Inc. 


MINNEAPOLIS_~ - - - MINN. 

















Recognized as the most practical 
way for attaching buckles to pumps. 


Discriminating women are today wearing shoe orna- 
ments with satisfaction, because the Dalco Device 


makes it possible. 


The Dalco Device 

is easily attached, 

and makes possible 

the instant chang- 

ing of shoe orna- 

ments, in all their 

endless variety of 

styles. 

Retailers should be § 

supplied with the 

Dalco Device and 

a liberal assortment 

of Dalco shoe orna- \ (| y 
YJ 


en ar ti 


prices upon request. 
DALRYMPLE-PULSIFER CO. 


88 Washington St., Haverhill, Mass., 


Patented 
Feb. 23, 
1913 


U.S.A. 


Manufacturers 














Two 
Fox 7? Shoe Tongue Pads 
U. &. PATENT, AUGUST 13, 1918; CANADIAN PATENT, MAY 6, 1919 
FOR LOW INSTEPS 

ARCHES THE FOOT AND MAKES A BETTER FITTING SHOE 

Prevents Eyelets from Hurting the Foot 
INSTRUCTIONS: Place the Pad back of the shoe tongue, tack edge with thread 
MADE EXCLUSIVELY BY 
FEDERAL OVERGAITER CO, 16-18-20 East 12th Street, New York 











Yrevents Eyelets and Laces ‘from Wurting ine foot 





FEDERAL OVERGAITER COMPANY, Inc. 


Exclusive Licensed Manufacturers 


16-18-20 EAST 12th STREET NEW YORK 


WARNING! 


DONOTINFRINGE «sii 
THIS PATENT 


The undersigned 
has been granted a 
potent = — 2-ply Shoe 
Tongue Pads and is in 
sion of the sole right of menaiindbane 
and sale of tongue pads having the 
twoeply feature. R. A. FOX, Inventor. 














Trade-marks in Foreign 
Countries 


of Protecting your Foreign 


you Realize the Im 
tries and 


Do 
Trade > Cuba, Mexico, South 
also in Asia and Africa? 

Certain F Countries award exclusive ay oe sich 


prior uso by another. This allows the pir e of 
Thi valeahte 


= maintains a Patent and Trade- 











An extremely 
liberal profit 
in handling this new Nufashond product. 


A leather-finish lace that is better than real 
porpoise laces. 
Ask your jobber 
Samples upon request. Write us lime P 
The Narrow Fabric Co. - Reading 
Makers of the famous Nufashond Fabric Tip Shoe Pa. 
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= Notice that the support = 
= is BUILT INTO the shoe = 
5 #=‘The STEINBRECHER Arch Support is unlike 5 
= any other support on the market because it’s built = 
= intotheshoe. It absolutely prevents broken arches = 
= and tired feet. = 
= Supply your trade with STEINBRECHER Arch = 
c Supports—your repair department can place them MQ 
= in any make or model of shoe, new or old,inavery = 
= short time, and without changing the appearanceof = ‘ 
= _the shoe. = We have everything 
oO Twelve of the best shoe manufacturers are now § ‘ 
= making samples with, the STEINBRECHER 2 to Giaplny chess poepanty 
= A is support. costs but a = ; talo 
= trifle more than the weak shank ives usualinshoes. = Write for our Ca ome 
5 Write for particulars and prices on the Arch Sup- = ? 
2 ports and Steinbrecher Arch Supporting Shoes. g J. R. Palmenberg S Sons, Inc. 
= ; . = NEW YORK BOSTON CHICAGO BALTIMORE 
= The Steinbrecher Manufacturing Co. = 6646 Wet Sine 206 Wen 168 Went 
Oo 1311 North Clark St., Chicago, Ill. 7 36th Street Street | Jackson Blvd. Baltimore St. 
SMe iUnenlMuneniiiunenliiineniiiiirenitiiit eid 
ae: <r eee STUDY THIS 
Coburn ILLUSTRATION 


The Nathan Arch Sup- 
ives protection 
ere protection is 

t is flexible, 
cushioned--of no metal 

construction and a 

wonderful —— to 

weakened es. 

Sells readily—Our 10 

day free demonstration 

- is a splendid sales 
elp. 

Write us about it. 


NATHAN ANKLET 
SUPPORT CO. | 
Dept. R. 


55 FIFTH AVE. 
NEW YORK CITY 


Trolley Ladders 


are simple, efficient, nexpen- 
sive, saving time in sales effort. 
Get estimates—send us a rough 
sketch of your store interior, 
showing shelves to be reached 
and let us tell you the cost. 


Catalogue on request. 


Coburn Trolley Track Mfg. Co. 
HOLYOKE, MASS. 
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Let Us Help You With Your Window Trimming 


“AJUSTO” BOOT TOP FORMS are indispensable for a good window trim. They 
work all day for business making your shoes more attractive. Adjusted in your shoes 
in a jiffy. Simpler and handier than any form yet devised—no springs to get out-of 
order or screws to adjust. Every dealer needs them. They multiply the attractiveness 
of your windows by giving your footwear that smart, snappy, smooth, graceful appear-~ 
ance. Place an “AJUSTO” in every shoe you display. Order enough for your win- 
dows today. Price only $3.00 the dozen, f. o. b. Pittsburg, KANSAS. If your jobber 
cannot supply-you, order direct. 
Model" No. 2 for A and B widths. Model No. 3 for C and D widths. 


U. S. SPECIALTY MFG. CO. 
DEPT. A, PITTSBURG, KANSAS 


(And Remember It’s Kansas) z \ 
108 fe 































WZ" their good old 

shoes away too 
soon: There's com/ort left in them. 
you can supply a new appearance. 


Thousands of shoe stores are giving their customers the benefit of Goodyear Shoe Repairing which 
brings trade to all branches of their business. Shoes are more than repaired —they are remade 
with all the fine appearance of new shoes. ee 
You may obtain a Goodyear-Shoe Repairing Outfit on very easy terms. We install the machines, 
teach their operation and give the full benefit of Goodyear Service. 

Write for plan by which you can establish a modern shoe repairing plant with Goodyear Shoe Repairing Machinery. 


United Shoe Repairing Machine Company, 4 Albany Street, Boston, Mass. 


18 So. Market Street 37 Warren Street 93 Centre Street 286 Third Street 130 Mill Street 306 Broad Street 
icago New York Brockton Milwaukee Rochester ynn 
1423 Olive Street 276 Main Street 145 Essex Street 619 Mission Street 221 No. 13th Street 11 Florence Street 
: St. Louis Johnson City, N.Y. Haverhill n Francisco Philadelphia Marlboro 
708 Broadway 30 Euclid Arcade 87 Main Street 236 No. High Street 16 No. 2nd Street 216 Chartres Street 
innati Cleveland Auburn, Me. Columbus, Ohio Harrisburg, Pa. New Orleans 


301 American Casualty Building, Reading, Pa. 
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WIZARD FOOT APPLIANCE CO., Locust Street, ST. LOUIS, MO. 


Wizard 


Adjustable foot Appliances 
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STOCK 
















SHOES 


A HIGH QUALITY LINE 
This line jumped into popularity over night. Season 
after season we have made improvements. Today it 
stands distinguished for its refined appearance and 
general excellence. If you are selling young America, 
the ““My Boy” line ought to comprise the bulk of your 
stock. It’s a super-seller. 


HIGH QUALITY 
NUMBERS IN STOCK 


No. 452—Same Quality and Stock as above, 
made on English Bal Pattern, “MAPLE 
LAST.” In Stock, A to D Widths, Sizes 1-6, 
Price $6.25 Less Discount. 

No. 442—Coco Brown Ivory Stock, same 
quality as above, made on English Bal Pat- 
tern, ““MAPLE LAST.” In Stock, A to D 
Widths, Sizes 1—6, Price $6.25 Less Discount. 
No. 443—Coco Brown Ivory Stock, same last 
as No. 453, illustrated above, same quality. 
In Stock, B to E Widths, Sizes 1-6, Price 
$6.25 Less Discount. 

No. 432—Gun Metal Veal Stock, same quality 
as above, made on English Bal Pattern, 
**MAPLE LAST.” In Stock, A to D Widths, 
Sizes 1-6, Price $5.25 Less Discount. 

No. 433—Gun Metal Veal Stock, same last 
as No. 453, illustrated above, same quality, 
In Stock, Widths B to E, Sizes 1-6, Price 


$5.25 Less Discount. 
CHEAPER GRADES READY TO SHIP 
No. 453—POPLAR LAST. 


Shoes listed below are known as our second grade, Boys’ Mahogany Calf, 


=) act as . © we Whole Vamp Bal, Chrome 
made with leather top facings and surface welt. ioe toate Wacines ane 


Trimmings, High-Grade 








No. 453 
POPLAR 
LAST 














CARTON LABELS 
On all orders of Five 


eee 3 ler’s I bel No. 542—Brown Ivory Stock, made on English Bal Linings and Lined Tongues, 
y aier Ss 2. * 1 ‘ 7 - six-iron Number One In- 
ane ian aera Pattern, “MAPLE LAST , In Stock, A to D, Sizes 1-6, soles, nine and ten-iron 

- 2 ‘ : = - cag Number One (Over- 
carton will come Price $4.95 Less Discount. Weight) Outsoles, Channel 
branded ‘““MY BOY.” : bs Welt Bottom, High Quality 
The shoes are left No. 532—Gun Metal Bal, made on English Bal Pat- ay Oy og Num- 

a 7 - orn 99 . ti ver One Top Lifts, Fs 

plain and standard- tern, ““MAPLE LAST,” In Stock A to D, Sizes 1-6, Stitched, and made with 


ized the Carter way. two back stays, one inside 
Hy and one out, both lasted 
between soles and sewed 


never-rip. In Stock, B, C, 


D, E Widths, Sizes i-6, 
J. W. CARTER CHICAGO COMPANY [2:22 "ecient 
0 ozen tor one ship- 


CHICAGO, ILL. ty A 


cent is credited. 


Price $4.50 Less Discount. 
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The Retailer Knows 


and appreciates a beau- 
tiful snug fitting heel 
that stands up and 
eliminates complaint. 


(GAC 
Wood Heel 


Fasteners 


overcome many of the 
old difficulties and 
faults of loose, shaky, 
gaping wood heels. 














Investigate and specify in some of your lines 


United Shoe Machinery Corporation 


BOSTON 


BRANCHES: 
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EXCEISIOR © | 


IN STOCK SERVICE: 
1 $ 12 18 2h 
24’ HOURS 












STOCK SHOE DEPARTMENT v4 
All Orders for SHOES IN STOCK Shipped WITHIN 24 HOURS After They are Received 


This Is an Opportunity That Should 
Appeal to Every Retailer Today. 


TWENTY-FIVE STYLES OF BOYS. GENTS SHOES IN STOCK 


IN TANS AND BLACKS-GOODYEAR WELTS AND McKAYS 
WATCH THE PACES —* 
r “IN STOCK CATALOGUE 






































FINE GOODYEAR THE EXCELSIOR SHOE CO. HIGH GRADE 

WELT DRESS SHOES McKAY WELTS 
WEHAVEA STANDING MAKERS OF THE 
REPUTATION FOR THE ORIGINAL BOY SCOUT 
nen unis SHOE. NOTE THE SCOUT 
peony COIN ON EACH PAIR 

4 

) THE FINEST VALUES |) | Sci eke eek) || RL Recenter P| ||) OUR STYLES AND 

MODERATE PRICES LASTS ARE THE LAST 


A PAGE FROM OUR NEW STOCK SHOE CATALOGUE 
NOW GOING OUT 


LOOK AT OUR STOCK SHOE CATALOGUE TODAY. If you do not have one 
write and we will send it by return mail- size your stock and send your order today. 


The Fxcelsior Shoe Co. 
Portsmouth, Ohio. 
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"THE shoes in our Spring line are equally 
as fine as this example of the shoe- 
makers’ craft. Our salesman are on the 
road with samples. It is for you to decide 
whether you want to become acquainted 
with a line of which workmanship such as 
this is typical. Write and one of our sales- 
men will call. 





Sample Displays 
Boston 268 Summer Street 
New York 1369 Broadway 


AUTU 
1919 


REGAL SHOE COMPANY * 268 SUMMER STREET + BOSTON 
SIXTY REGAL STORES IN THE GREAT METROPOLITAN CITIES 
AND AGENCY STORES IN OTHER CITIES AND TOWNS 
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The 
Crest” 


Of unusual quality Russia Calf—a 
scarce but necessary leather to express 
these Regal Craft shoes. This is one 
of the most exclusive and smartest of 


the much wanted Regal Wing Tip styles. 
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REGAL SHOE COMPANY * 268-SUMMER STREET * BOSTON 
SIXTY REGAL STORES IN THE GREAT METROPOLITAN CITIES — 
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The Fastest Selling 
Outdoor Shoe in America 


HE first wonderful success of the “Big Nine” was 
the result of sheer merit. It made a hit right at the 
first flash. Now watch it GROW! 

We're going after the great army of live-wire American 
hikers—millions of them. And we're going to put “Big 
Nines”’ on the feet of the whole bunch. 

How? Advertising! Wide spread, quick-action, national 
advertising, full of pep and punch and the power that makes 
things happen. 

Our big smashing advertising drive on the “Big Nine” 
starts right away. Be sure that you start: with it. 


Our salesmen are on the way with prices and samples for 1920. There is a limit 


to our production and we sincerely advise every dealer to order early and in sufficient 


quantity. 


Dealers in cities where we have no representative should write or wire. Our ex- 


clusive agency proposition will interest them. 


Converse Rubber Shoe Co.., 


Factory: Malden, Mass. 
Service Branches: 
Chicago—618-6260 W. Jackson Blvd. New York—142 Duane St. 
Philadelphia—20 N. Third St. 
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STEADY PRODUCTION 


Lynn Shops Running as Steadily as 
Grandfather’s Eight-Day Clock 


Production in Lynn is steady. Manu- 
facturers are gratified thereby. The 
shops run as steadily as grandfather’s 
eight-day clock. Orders are well booked 
ahead. Some firms have orders on hand 
for shoes for next Easter. 


TEN DAYS’ TIME 


One Buyer with Quick Turnovers 
Pays for Shoes in Rapid Time 


One Lynn firm, very prosperous, sells 
many shoes to a wholesale firm that 
makes a specialty of paying for shoes 
ten days after they are shipped from the 
factory. This wholesale firm, of course, 
turns its stock very quickly. 


SHINY SHOE STYLES 


A Prediction That This Style Will 
Come in January 


A revival of patent leather shoes is 
coming in January. So a Lynn sales 
manager predicts. Already shiny shoes 
are selling. They are selling in case 
lots. The peak of their sales will come 
in January, so the sales manager men- 
tions beforehand. 


DEGREASING FACTORY 


A Branch That Some Buyers May 
Not Know About 


Woburn Degreasing Company is fit- 
ting up a plant in Peabody for degreas- 
ing leather. This is a branch of the 
business that some buyers may not 
know about. Perhaps they would like 
to hear about it. 

Nature put into some hides more 
grease than tanners desire. The de- 
greasing plants extract the surplus 
grease. They treat the hides with 
naphtha. Then they reclaim the naph- 
tha and use it over again. They save 
the grease, too. The hides, being free of 
excess grease, absorb the tannin of the 


ay mmm mi 








Lynn 


tannages. The fibres become thor- 
oughly tanned. Then, some of the 
grease, which was extracted by the 
degreasers, is worked back into the 
leather. 

Different sorts of leather require 
different quantities of grease. 


BIG LEATHER SUPPLY 


A Lynn Firm Has Enough for Its 
Easter Shoes 


One Lynn firm has on its factory 
floors enough upper leather and bottom 
stock to make all its Easter and early 
Spring shoes. It has a six months’ sup- 
ply, all bought and paid for, and ready 
and waiting to be made into shoes. 

It may be that some other Lynn firms 
are equally well fixed. Itis plain enough 
that this firm is well fixed, because any 
buyer can see it, as he walks through 
the factory. 


COMPARE THEM 


See if Shoe of Today Isn’t Superior 
to Shoe of 1915 

“Merchants pay more for shoes. We 
make better shoes,” so says a Lynn 
shoe man. 

“Good prices lead to good shoemak- 
ing,” he continued. ‘‘Consider the shoe 
of today. Compare it with the shoes of 
before the war. I will leave it to any 
good judge of footwear if the shoe of 
today is not superior in materials, styles 
and workmanship to the shoe of before 
the war. 

“Does any buyer doubt this state- 
ment? Then let him come to Lynn. We 


Shoe Markets 


and Merchandisi 
ments in America’s Shoe 
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will show him in any factory of the city 
that shoes have been improved much. 
“Certainly, improved shoes are worth 
more.” 
TO DENMARK 


Lynn Salesman Books His Passage 
for October 29 

Bernie Green of the Lynch Shoe 
Company, Lynn, has booked a passage 
for Copenhagen for October 29. He had 
previously booked a passage for October 
25. The steamship company cancelled 
the booking because of labor troubles on 
Denmark docks. The Lynch Shoe 
Company sells many shoes in Northern 
Europe. Among them are a number 
with square toes. 


LOOK INSIDE 


The Lining of Lynn Shoes Is Better 
Than Ever 


Cotton is high. So linings are more 
expensive. Yet Lynn manufacturers 
are putting into their shoes better lin- 
ings than ever. It is worth while for a 
buyer to look inside the shoe. There is 
style to the lining today, as well as 
durability. Observe that more thao 
ove retail store has a way of folding 
back the top of the boot, to reveal the 
quality of the lining inside. 


BACK FROM FRANCE 
With Wounds of War 
Maurice Fuller of Lynn, who sold 
shoes in Chicago before the war, is back 
from France. He has a bad wound on 
his arm, which he obtained in a great 
engagement. 


Cincinnati 


EARLY RETURNS 


Local Factories Expect Salesmen 
Back Within Month 


Some manufacturers are talking about 
an early return of their salesmen, im- 








plying that their business is so large 
that it will be detrimental for their sales 
force to remain on the road. Repre- 
sentatives of the local factories do not 
usually return from their territories until 
they have called upon all of their 
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The House of Service 
Novelty Footwear 


IN STOCK 
In Narrow Widths 


VI NSONHALER SHOE CO. 
1211 Washington Ave., St. Louis 


COLLINS & STAPLES 
Makers of HAND TURNED 
' PUMPS 











Factory,118 Phoenix Row 
Beston Office, 110 Lincoln St. HAVERHILL, MASS. 








PHARTMAN SHOE COMPANY 


HAVERHILL, a 


BEFODERN FO ERN FOOTWE¢# 


WOMEN, MISSES #* CHIL OREN re : 


u6 Dusen Svenet. New York. 


The Line of 100 Styles 
of Comfort Shoes 





TIMSON BROS.,, Ine, 
Mass, 








FELT SLIPPER 
Cine 


y BLUM SHE MEG C* 





Tober-Saifer Shoe Co. 


NOVELTY BOOTS 
AND OXFORDS 
IN STOCK. Ready to Ship 
Write for Catalog 
1312 Washington Avenue, St. Louis, Mo. 











IN-STOCK 


Deliveries At Once 
Goodyear Welts, 9-inch Lace 
Boots, Hi Se xy and a" — 
Black o « « 96.88 
Brown Kid. . . 
Selected Stock 
— aes 30 days. 
NETT SHOE CO. 
nei! Summer St., Boston, Mass 








customers even if they haven’t enough 
shoes to sell to take an order from every 
one. The local boys are expected to 
remain in their territories for at least 
four more weeks. 


VISITORS FROM BRITAIN 


Messrs. Lovell, Barnes, Cann, Hol- 
lister and Cook of England 


Cincinnati as one of the leading shoe 
centers of this country was honored last 
week by a visit of a party of shoe manu- 
facturers from England. Those of the 
party were Alfred Lovell of A. Lovell & 
Co., Bristol, England; George Barnes of 
the Britain Boot Works, Chesham, 
Bucks, England; Walter W. Cann of 
the Cliftonia Boot Works of Whitehall, 
Bristol, England; J. C. Cook of 
Frederic Cook, Ltd., Rugby, England; 
and A. W. Hollister of Frederic Cook, 
Ltd., Rugby, England. 

The party arrived October 9, spend- 
ing part of Thursday and all of Friday 
visiting the local factories. W.S. Mc- 
Kenzie was in complete charge of their 
entertainment. They partook of a fine 
luncheon at ,jthe Business Men’s Club 
and during their visit here paid a visit 
to the local employment bureau for 
shoemakers. There they received a 
considerable amount of valuable in- 
formation regarding problems of labor 
and how they are handled by the local 
boot and shoe manufacturers’ associa- 
tion. Mr. Lovell expressed himself as 
being highly satisfied with his visit to 
the Queen City feeling that here he 
received much valuable information 
covering art in the construction of foot- 
wear. 

The party left Cincinnati on Saturday 
morning, October 11, for St. Louis 
where they expected to spend the fol- 
lowing Monday and Tuesday. From 
St. Louis they were to go to Chicago 
and Milwaukee. 


VISITORS IN TOWN 


Messrs. Clemmons, Paul Jones and 
Harry Meyer 


W. P. Clemmons of the Tweedie 
Boot Top Company was a visitor in this 
city during the past week. 

Paul Jones of the Commonwealth 
Shoe and Leather Company was in 
town recently. 

Harry Meyer of Chicago operating 
the Bostonian Shoe Store there was also 
a visitor. Mr. Meyer expressed himself 
as feeling confident that there will be no 
appreciable dropping in the price of 
footwear within the next two or three 
years.- Mr. Meyer believes, even though 
there is some indication that the public 
will show a tendency of revolt towards 
paying the high prices for footwear, 


Oct. 25, 1919 


that so long as the country is prosperous 
high prices will prevail. According to 
Mr. Meyer, the sales on men’s shoes 
are surprisingly large. 


NEWS BRIEFS 
Regarding I. M. Krohn and W. T. 


Dickerson 

Irwin M. Krohn of the Krohn 
Fechheimer Company returned this 
week from Chicago. Mr. Krohn went 
up to see the last of the world series 
games played at that city, being an 
enthusiastic rooter for the Cincinnati 
“Reds.” 

W.T. Dickerson, sales and advertising 
manager of P. Sullivan & Co., left this 
week for a short trip to Great Lake 
cities. Mr. Dickerson states that orders 
are being received in unprecedented 
volume. 


SATURDAY EVENING CLOSINGS 


Discussed at the Retail Shoe Selling 
Group 

A regular meeting of the Retail Shoe 
Selling Group of the Chamber of Com- 
merce was held last Wednesday follow- 
ing a noon-day luncheon. The question 
of Saturday night closing on the part 
of some of the downtown stores was dis- 
cussed. Harry McLaughlin of the Pot- 
ter Shoe Store reported that he had 
taken the matter up with a number of 
those who are keeping open Saturday 
nights and that the general disposition 
was in favor of the movement though 
some are yet against it. The purpose of 
the Retail Shoe Selling Group, in its 
efforts to affect a unanimous Saturday 
night closing, lies in its desire to make 
it unnecessary for the retail shoe sales- 
men to continue their work towards an 
organization. It has been found that 
one of the chief grievances and sources 
of dissatisfaction among the retail 
salesmen is that of working Saturday 
nights. A committee was appointed 
consisting of John Kipp, manager of the 
McAlpin shoe department, and C. L. 
Patterson, manager of the Stetson Shoe 
Store. These two gentlemen are to 
work with Harry McLaughlin in a con- 
tinued effort to get the co-operation of 
every merchant downtown who stays 
open Saturday evenings. 


DEPARTMENT REMODELED 


Mabley & Carew Co.’s New Shoe 
Sections Attractively Arranged 
The new women’s shoe department of 

the Mabley & Carew Company has at- 

tracted the attention of many. The 
whole department has been completely 
remodeled and re-arranged, giving con- 
siderable more room both for stock and 
for fitting purposes. It is equipped with 
mahogany fixtures throughout. In 
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spite of the department’s location, it 
being on the fifth floor, it does one of 
the largest businesses among the wom- 
en’s shoe departments in the city. 


DANISH VISITORS 


Also Two from England Are Visiting 
City 


This market was honored this week 
by a visit from three members of the 
shoe and leather trades abroad. They 
were H. E. Hector, of Hector’s, Copen- 
hagen, one of the largest shoe stores of 
Europe selling high-grade shoes for the 
entire family; F. M. Bostock and Dr. 
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Denning, well known members of the 
large shoe manufacturing concern of 
Lotus, Ltd., Stafford. 


A RESOLUTION ADOPTED 


In Favor of Continuing Daylight 
Saving Program 


_ A resolution was read and unani- 
mously adopted by the group, express- 
ing the sentiment of the organization in 
favor of the continuation of the day- 
light saving program. A report of this 
action was sent to Mayor Galvin, the 
City Council and to the Board of Direc- 
tors of the Chamber of Commerce. 


Columbus 


A SATISFACTORY INCREASE 


In Volume of Retail Trade—Also 
in Advertising 


The past week has seen a most satis- 
factory increase in the volume of retail 
trade. It is also to be noted in connec- 
tion with this that there has been an 
increase in the volume of advertising 
appearing in the daily newspapers; 
most all the advertising called attention 
to the fact that present retail prices in 
many instances were lower than present 
wholesale prices. Few complaints 
against present prices are registered, ac- 
cording to the retail merchants. 


BUCKSKINS AND SUEDES 


Moving Well—Also Black, Satin 
Boots—Prices $13 to $18 


In several of the leading stores a good 
business is being done in buckskin and 
suede shoes for women, in black and 
brown. The prices of this style of 
footwear range from $13 to $18 per 
pair. Several of the shoe merchants 
report a very favorable sale in black 
satin boots. 

According to the sales so far this 
season, black patent, black and brown 
kid will be the popular shades for the 
Fall and Winter season. 


IN MEN’S LINES 


Blacks Moving Slowly—Browns Sell- 
ing Strongly 


In men’s lines tans are still holding 
the greater portion of the demand. 
The black shoes are moving very slowly, 
compared to the browns. ° 

There have been very heavy sales the 
past two weeks in children’s shoes, due 
to the fact of the opening of the school 
season and that the parents are anxious 
to have their children outfitted properly 
for the Winter months. 


PATENT LEATHER 


In Low Shoes and Spats Bought by 
Women 

Many women are buying low shoes, 
in patent leather, with the intention 
of wearing them with spats, when the 
cooler weather sets in. Several mer- 
chants report a very satisfactory sale 
of fancy buckles. 


THE ‘“*TOP PRICE” 


Retail Shoe Merchants Give Opin- 
ions on Spring Footwear 

Several prominent retail shoe mer- 
chants are inclined to think that the price 
quoted on Sprit g footwear is the ‘“‘top 
price” and while they all agree that 
prices will never return to the normal 
pre-war level, they predict a gradual 
decline. 

THE STEEL STRIKE 
Has Had No Effect on Local Shoe 
Trade 


The consensus of opinion among the 
local merchants is that the steel strike 
has had practically no effect upon local 
business, due to the fact that the only 
plant connected with the steel trust here 
is operating at 100 per cent capacity. 
Just what will be the effect if the strike 
continues for several weeks, store 
keepers are not ready to predict. 


NEW SHOE PLANTS 


More Factory Buildings Will Be 
Erected Here 

The Julian & Kokenge Company of 
Cincinnati have been operating a fitting 
room in this city for the past two months 
and have purchased half a city block at 
Main and Front Streets, where they 
will build a modern four-story factory 
building, to take care of their greatly 
increased business in their high grade 
of women’s footwear. 

Several other manufacturing plants 
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are seeking locations in the Columbus 
district, drawn here by the ideal labor 
conditions and because of the fact that 
Columbus essentially is a city of home 
owners, with Americans in far greater 
proportion than in some other cities of 
the Middle West. 
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A WHITE SEASON 
1920 Will Be a Banner Year for 
This Footwear 
All of the local merchants have bought 


heavily of white goods for next year and 
predict a banner white season. : 


Philadelphia 


DEMAND OVERTAKING SUPPLY 


Philadelphia Merchants More Wor- 
ried Over Latter Than Former 


While the number of pairs of shoes 
being sold these days is considerably 
below normal for this time in the season, 
the Philadelphia merchants are not 
worrying about the demand. They are 
more concerned at the possibilities of 
meeting it. 

In the last week or so there has been a 
noticeable increase in business through- 
out the city, an increase which bears all 
the earmarks of a normal, natural, 
healthy growth. It looks like the kind 
of a demand that will be sustained and 
will be spread over the season. 

But already deliveries are commenc- 
ing to be a source of worry. Many mer- 
chants report delays, though there is no 
general talk of any danger that fac- 
tories will not be able to meet their 
obligations of shipment. Here and 
there, such a case arises, but that is to 
be expected, even under normal condi- 
tions. 

BROGUE IN VOGUE 


Many Shoe Merchants Cashing in 


on Their Foresight 


Retail merchants in Philadelphia who 
looked for a good public demand in 
brogues are congratulating themselves 
these days that they had the courage of 
their convictions when they bought. 
The brogue is selling exceptionally well 
in conservative patterns. 

Children’s shoes remain in remark- 
ably good demand as well. Many deal- 
ers were rather prepared for a tightening 
influence in such lines owing to the com- 
paratively heavy advances which condi- 
tions have forced in children’s foot wear. 
In this they have been agreeably disap- 
pointed. 


MANUFACTURERS HOPEFUL 


No Serious Difficulties Encountered 
So Far 


Philadelphia manufacturers report 
themselves well pleased with the man- 
ner in which business is going, when al] 
the uncertain possibilities of these days 
are taken into consideration. So far, 
there have been no serious difficulties 


encountered by the manufacturing 
trade here. Production is not what it 
should be, and this is directly traceable 
to labor. On the other hand, however, 
the Philadelphia district has not suffered 
from the vagaries of labor to nearly the 
extent that certain other sections of 
the country have, and from this com- 
parative viewpoint factory managers 
feel that they have little of which to 
complain. 

Orders are coming in in good yolume 
from the road men, in volume which 
shows indications of fitting very nicely 
with the factories’ ability to produce. 


NEW DRESSING FIRM 


The Federal Shoe Polish Company, 
Incorporated 


The Federal Shoe Polish Company, 
Inc., is a new local organization in the 
shoe dressing field. Messrs. W. F. 
Smith and R. A. Warburton, who are 
especially interested in the new enter- 
prise, are experienced dressing men in 
both the sales and production phases 
of the business. 

The new concern will develop most 
particularly specialty lines under the 
generalized brand “Federal” and are 
planning to market their product 
throughout the entire United States and 
in the export field. They anticipate 
being fully organized by the first of the 
coming month and are already market- 
ing their product especially in the 
Eastern territory at the present time. 


A FIGHT OR NO FIGHT 


A Division of Opinion in Local Shoe 
Trade Circles 


There is a statue on South Penn 
Square which in a measure is typical of 
the mental attitude of the trade in this 
city today. It is the statue of General 
Muhlenburgh, the parson-warrior of 
Revolutionary fame, remembered for 
his remark in the pulpit, “‘There is a 
time to pray; and a time to fight,” ac- 
companied by the dramatic stripping 
off of his ministerial robes and the reve- 
lation of the Continental uniform which 
he wore beneath it. 

The trade here believes there is a 
time to pray for relief from false accusa~ 
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tions and a time to fight the accusers. 
The only trouble is that the merchants 
can come to no definite conclusion as to 
which time it is at present. 

There is a growing opinion among 
merchants that the shoe men should 
not remain quiet under the profiteering 
accusations which have been heaped 
upon them, but should take the same 
united action that has been taken in 
other trades, where advertising space 
has been bought, if necessary, in order 
to present to the public definite facts 
and figures on the conduct of the indus- 
try and trade. 

There is also a growing feeling that 
in the light of recent developments the 
time for this sort of thing has passed, 
and that inasmuch as such action has 


BOOT AND SHOE RECORDER 


not been taken so far, and the general 
trend of public opinion the country over 
today is toward exonerating_ the retail 
merchant, after all it would be best to 
let the wound heal itself so long as the 
tendency to do so exists. 

There are a good many doughty 
“‘scrappers’” in the Philadelphia trade, 
among them a certain prominent one, 
who could have been relied on to raise a 
considerable ruction, and in the process 
drive home to the public certain facts 
that it does not appreciate, had they 
been unleashed. But they were not, so 
the whole question must be regarded as 
closed, unless some further instance of 
publicity-persecution should occur in 
this thrifty and peace-loving ‘‘World’s 
Workshop.” 


Syracuse, N. Y. 


‘*DRESS-UP”” WEEK 


Participated in by Local Shoe Mer- 
chants’ Association 


Practically every member of the 
newly organized Syracuse Retail Shoe 
Dealers’ Association has entered the 
“Dress-Up”? Week competition for win- 
dow display. This event which is an 
annual one has been enlarged this year 
to include all merchandising displays, 
though in the past the exhibition was 
devoted mainly to showing of gentle- 
men’s wear. 


PRIZES FOR WINDOWS 


To Be Awarded By Chamber of 
Commerce 


The shoe merchants of the city will be 
awarded two prizes for best windows. 
Awards will be made on a basis of 
30 per cent for attractiveness, 30 per 
cent for sales value, 20 per cent for 
originality “and 20 per cent for mer- 
chandise display. Four women have 
been selected as judges. 

This is the first time that the shoe 
merchants have been given a separate 
division and distinctive prizes. It is 
expected that many novel window 
displays will be the result. The prizes 
are awarded by the Chamber of Com- 
merce. 


ENGLISH VISITORS 


City Entertains Five Shoe and 
Leather Delegates 


Five of the leading shoe manu- 
facturers of England were recently 
guests in this city of Henry W. Cook, 
vice-president of the A. E. Nettleton 
Company. The visitors were Alfred 
Lovell of A. Lovell & Company and W. 


W. Cann of the Cliftonia Boot Works of 
Bristol, England; A. W. Hollister and 
J. C. Cook, both of Frederic Cook, Ltd., 
Rugby, England, and George Barnes of 
the Britain Boot Works, Bucks, who 
inspected the Nettleton plant during 
their stay here. They are studying 
American methods of shoe manufacture 
and distribution. The visitors were 
guests at a luncheon at the Onondaga 
Hotel which was attended by local 
bankers and shoe men. 

Mr. Lovell explained that the purpose 
of the visit is mainly to promote 
friendship and co-operation between the 
shoe manufacturers of America and 
England. ‘The boot and shoe markets 
of the world are largely open to the two 
great English speaking nations,’ he 
said. “There is plenty of room for both, 
and we feel that more can be accom- 
plished through proper co-operation than 
by severe competition. Moreover, 
closer international,.co-operation not... 
only between manufacturers, but  be- 
tween employers and employes, means 
lowering the cost.”’ After their visit 
here, the Englishmen left for Rochester. 


**100 PER CENT PERFECTED” 


So Says Secretary Beesley—Twenty- 
Five Members 


The association now has 25 members 
comprising practically every big retail 
shoe merchant in the city. According 
to Secretary E. M. Beesley, the organ- 
ization is 100 per cent perfected, 
although there are still some who have 
not yet joined. These are expected to 
affiliate within a short time. 

By-laws and constitution of the 
association have not yet been adopted 
but are now being worked out. 
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ASSOCIATION. NEWS 


Weekly Meetings of Syracuse Shoe 
Merchants Held 


Syracuse shoe merchants, working 
through the newly formed Syracuse 
Retail Shoe Dealers’ Association, are 
endeavoring to bring about some 
solution to the local shoe problem which 
is becoming more critical daily. At 
the last weekly meeting of the organi- 
zation local conditions were discussed 
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from every angle and the merchants 
were in no way optimistic of the future. 
Several of them reported that they 
are virtually being rationed on supply 
by some of the manufacturers. 

John Stevens of the Hazen B. Good- 
rich Company of Haverhill, Mass., 
addressed the meeting, on conditions in 
the trade. The Rochester association 
sent congratulations to the local organ- 
ization on its formation and extended its 
co-operation in a resolution. 


Toronto, Can. 


LOW FOOTWEAR 


Selling Well, Due to Warm Weather 
—Demand for Good Footwear 


Warm weather in Toronto, Canada, 
according to shoe merchants here, has 
delayed the beginning of the Fall retail 
season, but has prolonged the Summer 
selling. Low shoes are still in demand 
and selling well. In women’s shoes, 
oxfords and pumps appear to lead the 
market, although high shoes, in both 
tan and black, will be in good demand 
later on, according to present indica- 
tions. 

High prices have slowed down busi- 
ness to a certain extent here, but retail 
merchants say that the trade is demand- 
ing good quality. Cheap shoes, if they 
are of poor quality, are not wanted. 
One of the largest merchants says that 
he finds it easier to sell a man a pair of 
$15 shoes than a pair of $10 shoes be- 
cause the former pair looks the part and 
really presents a better bargain to the 
customer than the cheaper shoe. 


r BLACK SHOES 


Bought Heavily by Men for Street 
and Dress Wear 


Retail merchants notice an increasing 
demand for men’s high black shoes now. 
Many of the returning Canadian sol- 
diers who pnssed through England on 
their way home have brought back the 
dancing craze. They want black shoes 
for dancing and where they are unable 
to afford both street and dress shoes, 
they purchase the black shoes to serve 
for both occasions. During the war it 
was almost impossible for the retail 
merchants to sell black shoes except to 
elderly men. 


AMERICAN-MADE 


Footwear for Men and Women 
Selling Well Here 


More merchants are handling Ameri- 
can-made shoes: In both men’s and 
women’s footwear, the narrow last and 


pointed toe, favored in the States, are in 
strong demand here. Most of the re- 
turned soldiers prefer the narrow toe 
rather than the broad toe of the Army 
shoe to which many of them have been 
accustomed for four years. The mer- 
chants have been compelled to handle 
wider lasts than before in order to fit 
the feet of the soldiers, spread during 
the war. 
COLORED SHOES 


In Blue and Gray Wanted by Eng- 
lish Women Visitors 

Evening slippers and patent leather 
pumps, both with buckles, are selling 
well in the higher class stores. The so- 
cial life in the city has been resumed this 
Fall with greater vigor than ever before. 
English women who have come out here 
recently call for colored shoes, princi- 
pally blue and gray, but only a few of 
the merchants have large stocks of these 
shoes. 

ASSOCIATION WORK 


Planning Meeting of Canadian Na- 
tional Retail Shoe Merchants 
Tentative arrangements are being 
made for a meeting of the Canadian 
National Shoe Retailers’ Association, 
either in Montreal or Toronto, accord- 
ing to Edward Cook, secretary. The 
meeting probably will take place some 
time this month. A date is being sought 
that will be convenient for both retail 
merchants and manufacturers, as it is 
desired to have a number of the latter 
present at the meeting to go over the 
entire situation. A membership cam- 
paign also is being planned and a paid 
secretary may be engaged later on. 


REGARDING PRICES 


Canadians Unwilling to Pay as 
Much as Americans 

The Canadian shoe manufacturers 

are just beginning to send their salesmen 

on the road with Spring lines. Many of 

the Toronto retail merchants have not 

yet bought their Spring stocks and are 
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waiting until the latest possible moment 
before doing so, in anticipation of a drop 
in prices. The merchants feel that 
present Fall prices are too high to secure 
a great volume of trade and many of 
them are afraid that Spring prices, 
materially higher, will reduce sales to an 
unprofitable minimum. Mer- 
American-made shoes 


almost 
chants handling 


have shaded their profits in order to 
keep within a reasonable selling limit. 
The Canadians appear to be unwilling to 
pay as high prices as the people in the 
United States. The duty brings Ameri- 
can-made shoes to an extremely high 
price. It is almost impossible to get an 
American-made shoe here for less than 
$15. 


Nashville 


BUSINESS IS ACTIVE 
Retail Shoe Store Exhibits Made at 
Autumn Fairs 


The shoe business is quite active for 
October and with further advancement 
in the late cotton crop it will be more 
The weather has 
but there are 
weather. The 
several cities, Chattanooga, Nashville 
and Memphis, have each had their 
great Autumn Fairs which were a suc- 
In a few 


month. 
and 


active next 
warm 
indications of 


been open 


cooler 


cess in point of attendance. 
instances retail shoe exhibits appeared. 
These have grown to be annual events 
and the interest in same seems to in- 
crease rather than diminish. 


A SHOE-MAN MAYOR 


Gupton of Nashville a Member of 
the Craft 


Gupton’s Shoe Store here, one of the 
large retail places of the South, is han- 
dling in the Nashville trade men’s and 
women’s fine shoes and hosiery in a 
wide range of values and fine quality. 
Mayor Gupton of Nashville is a mem- 
ber of this firm but gives his personal 
attention to his other lines of activities. 


SHOE NEWS 


From Newark Shoe Stores Com- 
pany Here and There 


The Newark Shoe Stores Company 
has one of their chain of stores at 426 
Union Street, Nashville, and another ip 
Memphis. They handle both men and 
women’s shoes at a wide range of values. 


IN THE SHOPS 
Of Hall & Polk and G. R. Kinney 


Hall & Polk, 526 Church Street, 
Nashville, are handling women’s shoes 
exclusively. Cousins’ shoes, high boots 
and oxfords, in seal brown, camel 
brown and gray and glazed kids come 
in for a share of attention. They give 
prompt attention to mail orders. 

G. R. Kinney Company, Inc., 413- 
115 Church Street, opened this month 
one of the largest retail shoe stores in 


Nashville. Men, women and children’s 
shoes are featured. This is one of their 
64 stores. Half-page displays heralded 
their arrival. Cash, no C.O.D. and 
no delivery system features. 


SHOE TRAVELERS 


Knights of the Grip Recent 
Visitors 


Three 


Milton Boehner, representing the 
Hanan line of shoes, was calling on the 
Tennessee trade last week. 

Jack Kane, with the J. Herman line, 
also made a trip across Tennessee. 

Mr. Smith, showing the Hurley shoe 
line, leading 
customers in Tennessee recently. 


called on several of his 


OTHER NEWS 
From Two Progressive Retail Shoe 
Stores 


The Ben Spears Shoe Company at 
Memphis has lately taken the agency 
for the French, Shriner & Urner shoe 
and is making good with it. 

The Sherron Shoe Company, Mem- 
phis, is going strongly on Buster Brown 
shoes for children, and Stacy, Adams 
Company’s shoes for men, with a 
special line of billboard and picture 
show advertising on the former lately 
added. They have long handled the 
Stacy, Adams Company’s shoes. 

WOMEN’S SHOES 


At Gerber’s, Summerfield’s 
Goldsmith’s 


and 


The Jno. Gerber Company at 
Memphis is showing in its depart- 
ment store an attractive line of women’s 
shoes. Black satin low shoes constitute 
one of the special exhibits. Charles 
Gerber of this company had the honor 
to be president of the Tri-State State 
Fair, which was a great success. 

H. I. Summerfield, women’s wear 
store at Memphis, has discontinued 
the women’s shoe department. 

J. Goldsmith & Son Company, 
Memphis, have gotten into their new 
addition which is given over in a large 
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Where to Buy 


Men’s Shoes 











FoR JIEN 


wfio care to dress 
well~ ‘~ 





Brockton. JMass. 


waned» mann mee 
“MS PAT Ornce 




















FINE FASHIONS FOR MEN 


PLAIN 
CARTONS 


UNION 
MADE 


FISKE SHOE & LEATHER CO: 
717-719 Atlantic A » Bost 











Men’s Welts 
UNBRANDED UNION MADE 
IN STOCK 


DIAMOND SHOE CO. 


Factory Salesroom 
Adena Riark Breckton New York, NY. 








THE“ TOQUGAS” sHoE 


BETTER THAN THE BEST 
Strenghten your line with the fast-selling 
men’s welts we can send you. In stock. 
Made to order. 


GEO. N. TOUGAS SHOE CO. 
1618 St., Bost 

















Where to Buy 


Men's, Women’s and Children’s Shoes 








ELIAS BERLOW 


Shoe Exporter 
108-110 Duane St., New York, N.Y. 


Cable “‘Bershu”’ 
We Will Handle Your Foreign Business 








AShoe for Boys 
That Wears 


Marston & Tapley Ce. 


DANVERS, MASS. 








EDITORIALLY, THE 


Boot and Shoe Recorder 


is the most et 9 aggressive and pro- 
Fw journal in the world pub- 
ed for the shoe merchant. 
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way to shoes and clothing and their 
displays are very beautiful, many 
different patterns of men’s high-grade 
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shoes being shown. The A. E. Nettleton 
Company line is being featured among 
others by Goldsmith at Memphis. 


Louisville 


A BUSINESS SUMMARY 


Retail, Wholesale and Factory Con- 
ditions 

Business with the retail shoe mer- 
chants of Louisville has been good all 
Fall but extremely warm October 
weather hasn’t resulted in the early 
demand being as good as had been ex- 
pected. Men’s shoes have been a little 
short a3 regarding demand, but women’s 
shoes have been in big demand and 
children’s shoes are making a fair show- 
ing. The first division in the regular 
Army is being quartered at Camp Tay- 
lor as permanent headquarters, which 
will result in military lines continuing in 
fair demand in Louisville, where several 
retail merchants handle stocks. Shoe 
merchants report merchandise as scarce 
and hard to secure, while jobbers are 
having their troubles. Local manufac- 
turers are making higher grades than for- 
merly, and are steadily increasing pro- 
duction, which has helped out some- 
what. 

SUEDES ARE POPULAR 


Turns and Welts Playing a 50-50 
Game 


There has been a strong tendency this 
year toward suedes in women’s high 
grade shoes, while dark browns, black 
and patent combinations have also been 
good. Long vamp models are getting 
the demand, in four to four and one- 
half-inch models. Plain toes are good 
on turns, and semi-tips on welts. Turns 
and welts are playing a 50-50 game this 
year, but buttons are coming back 
stronger than had been expected. Pat- 
ent and black kid combinations are 
good, while two tone effects in tans are 
also good. There is very little tendency 
this year toward English models for 
women, or light shade leathers. Full 
Louis and baby French heels are being 
worn. 

IN MEN’S LINES 


Features Regarding Women’s Shoes 
Also Noted 


In men’s shoes the English models are 


good, there being some demand for 


more conservative toes. Tan is getting 
the preference, while light tans are more 


and more in demand, as the country is- 


getting tired of dark tans. Blacks are in 
fair demand only. Several houses are 
showing combination effects in tans and 
blacks. Women’s shoes are being shown 


at prices ranging from $5 to $22.50, 
with the better grades quoted at $15 and 
up. Men’s shoes are selling from $7 to 
$18, with the better grades at $12 to 
$18. However, there is some excellent 
merchandise on the market at under the 
low prices quoted. 


NEW SHOE DEPARTMENT 


Husch Brothers Have Attractive 
Window Displays 


The new shoe department of Husch 
Brothers was recently opened and some 
very good window displays have been 
made. 

This department is owned by the house 
of J. J. Sensenbrenner Company, St. 
Louis, and is a leased department. 
Husch Brothers recently took in addi- 
tional floor space on Fourth Avenue and 
remodeled the store front, which is now 
one of the most attractive on the Ave- 


nue. 
A SECOND STORE 


Opened Here by Berland Sample 
Shoe Shops 


The Al. A. Rosenbush & Co., Boston, 
which operates the chain of Berland 
Sample Shoe Shops, including a third 
floor shop in the Paul Jones building, 
recently opened a second retail store in 
Louisville, over the La Palma restau- 
rant, known as the Family Shoe Store. 
This shop has been nicely arranged, 
with small cases around the entrance 
to the building, and a gable window 
extending about 24 inches out on Fourth 
Street from the second floor. The win- 
dow is brilliantly lighted and attracts 
considerable attention. Leo Rothschild, 
Louisville manager for the company, is 
looking after both stores. 


A VISITOR 


D. A. Wolf of Sam B. Wolf Shoe 
Company 
D. A. Wolf of the Sam B. Wolf Shoe 
Company, Cincinnati, O., was recently 
in Louisville for a short period while 
making his Southern trip. Mr. Wolf 
reported a big demand for shoes. 


TWO DELIVERIES DAILY 


Stewart Dry Goods Company Re- 
turns to Pre-War Method 


The Stewart Dry Goods Company, 
Louisville, recently announced that it 
had resumed its policy of two deliveries 
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a day, which were suspended during the 
war period. Labor is now plentiful 
and a big store can handle its deliveries 
to better advantage on the old plan, 
which was the result of years of experi- 
ence. 

FALL MEETINGS 


Of Louisville Retail Shoe Associa- 
tion 

The October meeting of the Louisville 
Retail Shoe Association was held at the 
Louisville Old-Inn Hotel on October 1. 
The November meeting will be the 
annual meeting and will mark the sixth 
full year of activity. Efforts have been 
made during the year to reorganize the 
Kentucky Retailers’ Association, which 
was formed in Louisville some 18 months 
ago, and which has not met since, but 
there is a lack of interest both locally 
and out in the State. 


IN WESTERN TERRITORY 


H. E. Preston with Scholl Manu- 
facturing Company 


H. E. Preston, formerly with Brick 
Brothers, as manager of the Camp 
Taylor store at Louisville, is again with 
the Scholl Manufacturing Company, 
Chicago, with which concern he was 
connected prior to his last stay with the 
house of Byck. Mr. Preston is traveling 
Western territory. 


INCREASED PRODUCTION 


News from Shoe Manufacturers 
and Jobbers 


Vogel Brothers Shoe Manufacturing 
Company, Louisville, has increased its 
capacity from 1,000 to 1,200 pairs a 
day and has greatly enlarged its jobbing 
departments, the latter occupying sepa- 
rate buildings now. The Quast Shoe 
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Manufacturing Company is turning out 
more and higher grade shoes; while the 
F. E. Resser Shoe Manufacturing Com- 
pany has also increased production. 
The house of John J. Schulten & Co., 
jobbers, has increased its line somewhat, 
and Streng & Thalheimer have been 
making a harder drive for local business 
with better grades of shoes. 


DEATH OF SHOEMAN 


John H. Quast Local Manufac- 
turer 


John H. Quast, 75 years of age, 
founder of the Quast Shoe Manufactur- 
ing Company, Louisville, died at his 
home in Louisville. Mr. Quast had not 
been very active in the business for the 
past several years, having turned it 
over to his boys, Frank W., and Carr 
Quast. 


LOUISVILLE BRIEFLETS 


Interesting News from a Group of 
Shoe Stores 


The Petot Wundershu Company, 
Louisville, which recently added a line 
of men’s shoes, has been doing a ‘e- 
markable cash and carry business in 
both departments and is one of the fast 
growing houses in the city. 

R. E. Burney, manager of the shoe 
department of the Stewart Dry Goods 
Company, reports a very active demand, 
with the greatest trouble experienced in 
securing fill-in merchandise. Every- 
thing has been moving, and the depart- 
ment has been making a great showing. 

Additional buildings have been se- 
cured by Goldstein & Moseson, leading 
Western-Central retail shoe merchants, 
who will shortly complete their fourth 
addition to a rapidly growing men’s 
department store. 


New York City 


STYLE NOTES 


Discussion on High or Low Shoes— 
Also As to Color 


Cooler and better shopping weather 
is gradually building up larger sales for 
the New York retail shoe merchants, 
although many of them admit that 
business still is below their expecta- 
tions. The sales of high shoes are in- 
creasing in strength. Some merchants 
assert that more than half of their sales 
are made on high shoes while others 
state that low shoes are still in the lead. 
From opinions expressed by a large 
number of shoe merchants it is apparent 
that low shoes are selling more freely 
for this time of year than is usual. 


Comment also is made on the unusual 
quantity of black shoes that are being 
taken at present by both men and 
women. Whether this is a result of 
economizing on the part of the public, 
or whether fashion has swung around in 
favor of the black shoes is still an open 
question. The leading merchants are 
inclined to think that economy is only 
a slight factor in the selection of foot- 
wear by the public. This is demon- 
strated by the fact that in those stores 
where low shoes are selling as well as 
high shoes, price is not a determining 
factor. Pumps and oxfords at prices 
as high as the high shoes are selling 
freely and it appears that fashion gov- 
erns the sales of these. 
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Where to Buy 


Miscellaneous 








SALES LETTERS 


MULTIGRAPHED— 
FILLED IN--SIGNEB— 
MAILED. 


F. S. ROOT CO. 


BUSINESS PUBLICITY SERVICE 
6 BEACON ST., BOSTON 








Trim Your Windows with 


WIN -DECO 


DISPLAY PAPERS 
Send for Free Sage - kop ws Variety of 
WIN-DECO Sureay SERVICE 
93 Federal St. Boston 








‘cunuensuenss 


WOOD SOLE 
SHOES 


ROCKER BOTTOM 


14-inch boots, high lace 
boots and shoes. Write 
for catalog. 


REECE SHOE COMPANY 
Columbus, Nebraska 








Shoe Store Chairs, Settees, 
Stools, Screens, etc., 
W Windew Display Fixtures 


Catolog 
on 
Request 


AR ONKEN 


TH 0. 
$143 W. 4th meinnati, Ohio, U. S. A. 








4 CADEIMOUDE PREG 


Ny 








} RUBBER TOE-SANdals 

For Modern Footwear 

The Molded poe strap is 
strong and elastic 

WM. PA ig SMITH 





. Ae cir 
NEW YORK CHICAGO 











Where to Buy 


Rubber Footwear 
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DISTINCTIVE 
RUBBER 
FOOTWEAR 


CAMBRIDGE RUBBER (2 CAMBRIDGE MASS | 
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IMPROVED CUSHION SOLE SHOES 
DR. A. REED, PATENTEE, 1900, 1901 
THIS IS NOT THE ORIGINAL DR. A. REED 
CUSHION SHOE PREVIOUSLY PATENTED, 
BUT HIS LATEST INVENTION 























HE woman engaged in any occupa- 
tion will welcome the absolute com- 
fort of these shoes. Not only are they 
restful on the feet, but the neat lines and Thi is NOT THE ORIGINAL 
workmanship make them attractive. BUT MS LATEST INVENTION 














Our No. 80 Last on which these two shoes are made 
is our famous “ combination” last, wide in the ball, 


with close fitting in-step. 














STOCK NO. 3211 STOCK NO. 3001 
Women’s Kid Oxford Imita- Women’s Kid Polish, Kid Top, 
tion Straight Tip, 80 Last. 80 Last, 14-inch Heel, 7-inch 


Top. 
Price $6.80 Made by Price $8.50 


A. H. BERRY SHOE CO. 


PORTLAND, MAINE 
Boston Office: 428-30 Albany Building 





Evangeline Shoes Famous Davis New Process 


(Reg. U.S. Pat, Of Crumbs of Comfort A Flexible 


for (Reg. U.S. Pat. Off.) 


Women Shoes Cushion Sole McKay 
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SPECIAL SALES 


Announced in Newspaper Adver- 
tisements—Prices Generally Quoted 


Despite this, many of the newspaper 
advertisements carry announcements of 
special sales of shoes. For the most 
part these are restricted to the depart- 
ment stores. The regular shoe stores, 
generally, are carrying only general 
advertising and mention prices only 
occasionally. 
prices are quoted in adyertising and 
shown on tickets in window displays 
more frequently than was the case a few 
weeks ago when the Fall season was 
just beginning. 


FAVORABLE. OPINION 


Given by Arthur Williams of Local 
Fair Price Committee 


In this connection Arthur Williams, 
head of the local Fair Price Committee, 
and Col. Michael Friedsam, head of the 
apparel and shoe division of the com- 
mittee, have asked the public to scan 
the advertisements in the daily papers 
in search of cheap shoes. “In these ad- 
vertisements,” said Mr. Williams, 
“shoes for both men and women will be 
found at prices almost as low as those 
prevailing before the war.” 


REGARDING BUSINESS 


Opinions Differ Widely as to Volume 
Placed for Spring 


Opinions’ differ greatly as to the vol- 
ume of business that has been placed for 
next Spring. While several manufac- 
turers or their representatives insist 
that the coming Spring’s production at 
their factories is almost completely sold 
up now, few prominent retailers and at 
least one Brooklyn manufacturer say 
that Spring business is being placed 
slowly and conservatively and that the 
retailers are buying only on a hand-to- 
mouth basis. 





BUSH TERMINAL NEWS 


Benedict Says Available Selling 
Space 80 Per Cent Taken 

Manufacturers’ representatives in the 
Bush Terminal Sales Building report a 
great number of buyers visiting their 
show rooms and a good business being 
placed for Spring. Most of the represen- 
tatives in the building assert that their 
Spring production is about sold up and 
that they are not in a position to take 
on more business. 

The selling service space, where shoes 
and allied articles will be handled by 
Bush salesmen for the manufacturers, 
is. filling up rapidly. Several displays 
have been installed in the new show- 
cases. Arthur I. Benedict, manager of 


On the whole, though, -° 
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the building’s shoe department, states 
that the recent drive of the company in 
Philadelphia is leading to good results 
and that he expects to close several 
good contracts with manufacturers 
before the end of the year. As a whole, 
the available space in the entire building 
is now about 80 per cent taken. 


QUARTERLY BONUS 


Given to Employes of the Cammeyer 
Store October 18 


The quarterly bonus given employes 
of the Cammeyer shoe store was dis- 
tributed Saturday, October 18. The 
bonuses were handed out before the 
opening of the store amid enthusiasm on 
the part of the employes. In Dr. Hart’s 
office is a signed appreciation presented 
to the company by the employes for the 


liberal remuneration given them. 


HANAN ESTATE 


More Than _ $1,000,000 Goes to 
Widow and Children 


More than $1,000,000 is contained 
in the estate of Alfred P. Hanan, of the 
shoe firm of Hanan & Son, according to 
his will admitted to probate here. The 
estate goes to his widow and children. 
Mrs. Ethel J. Hanan, his widow, receives 
his personal effects and the Hanan home 


at Sea Gate. ‘The residue is divided 


between her and the children, Alfred 
P. Hanan, Jr., and Mildred Hanan. 


SHOES ADVANCE 


Fifty Cents the Pair Increase on 
Women’s Shoes 


An advance of 50 cents a pair on some 
numbers of women’s shoes was reported 
by a few manufacturers here last week. 
The explanation given was that orders 
on these styles had exceeded the amount 
for which the factories had provided 
leather and that the manufacturers were 
forced to obtain new leather at higher 





prices than those on which the original 
prices were figured. A 

Some manufacturers say that shoe 
merchants are taking in white canvas 
-oxfords and shoes for Spring now. 


STOLLMACK A BENEDICT 


Sales Manager of Diamond Shoe 
Company Married on October 21 


On Tuesday, October 21, the wedding 
of Martin M. Stollmack, the sales mana- 
ger of the Diamond Shoe Company of 
this city, and Miss Gertrude Grossman 
took place at the Hotel Astor, Dr. 
Stevens A. Wise performing the cere- 
mony. 

Mr. and,Mrs. Stollmack left following 


_ the wedding reception for a brief wed- 


ding tour, since pressure of business will 
require Mr. Stollmack’s-early resump- 
tion of his duties. 

The occasion was a very brilliant one 
due to the presence of the host of friends 
of both Mr. and Mrs. Stollmack, includ- 
ing a very large number of Mr. Stoll- 
mack’s co-workers in the shoe industry. 


A TEN-DAY POLICY 


At Sternberg & Stopler’s, Who 
Have Bought Emerson Store 


Sternberg, Stopler Company bave 
bought the wholesale store of T. R. 
Emerson, 150-152 Duane Street, New 
York. They will move into it from 
their present quarters and will carry on 
one of the finest wholesale stores in New 
York. They will sell to the foreign as 
well as domestic trade. Messrs. Stern- 
berg & Stopler began business three 
years ago with $5,000 capital. Their 
quarters were in a loft. They built up a 
business of $600,000 a year in this loft. 
They built up this large business on 
small capital and in small quarters, be- 
cause they had a policy of turning their 
stock in ten days. They sold shoes 
and paid for them ten days after they 
received them from the factory. 


Buffalo, N.Y. 


HIGH CLASS FOOTWEAR 


People Are Prosperous and Calling 
for the Best 


The demand for footwear in Buffalo 
continues at high speed. All classes of 
citizens are enjoying prosperity and are 
calling for the best merchandise obtain- 
able. The sale of a great quantity of 
Army food in Buffalo has taken a 
slight sting from the complaints about 
the high cost of living and citizens seem 
to be spending their money more freely 
than ever before. Thousands of men 


and women are drawing good money at 
local plants and many are freely in- 
dulging their taste for high-class foot- 
wear. 


OXFORDS IN DEMAND 


Also Brown Shoes and Stockings 
Are Popular 


Buffalo shoe stores: report a heavy 
call for oxfords this Fall. Superb 
Autumnal weather has stimulated this 
demand. With this footwear many 
overgaiters are being worn on accoun t 




































































_—— = oe 





Oct. 25, 1919 


195 ESSEX STREET 


BOSTON OFFICE 


FOX AND STAY 


IVORY SOLES 
IVORY ENGLISH HEEL 


DONN D. SARGENT CO. 
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of their good style and the protection 
they offer. Brown shoes and stockings 
for men, women and children seem to 
have a goodly call. 


FIRST ANNIVERSARY SALE 


Oppenheim, Collins & Co. Featured 
Kid Shoe at $5.90 


Oppenheim, Collins & Co. recently 
celebrated the first anniversary of the 
opening of their shoe department. This 
section jumped into popularity from the 
start and ever since has maintained this 
forward movement. An anniversary 
feature was the sale of 3,800 pairs of 
women’s and misses’ high-grade black 
glace kidskin boots at $5.90. 

The special offering was a duplicate of 
a similar one played up at the opening 
of the department a year ago, and the 
purpose of the present feature, accord- 
ing to the firm, was to stimulate still 
greater patronage. The price in Octo- 
ber, 1918, was also $5.90. 


A SPORT WINDOW 


Hunting Scene Featured by Wal- 
bridge & Co. 


Heavy leather boots and shoes and 
rubber boots for hunting wear were 
among the merchandise recently feat- 
ured ina “hunting” or sporting goods 
window by Walbridge & Co. Thou- 
sands of passersby viewed the timely 
setting, the footwear and other goods in 
the display. There was a buffalo head, 
bearing a sign ‘“‘Worth $1,000;” heads 
of elk and bull moose, various guns and 
rifles, shells and even the indispensable 
gun grease and gun oil. The scene 
typified Autumn with leaves “brown 
and sere,’’ frost-touched ferns, etc. Fine 
examples of the taxidermist’s art, 
mounted figures of rabbits, squirrels, 
partridge, ground hog and even a 
bristling porcupine, were exhibited. 


WILLIAM KINLEY DEAD 


Member of Firm of Adam Kinley 
& Sons 


The funeral of William Kinley, who 
was in the leather business for years in 


Olean, N. Y., was held recently in that. 


city. He was 56 years old. He was 
born in Wellsburgh, Pa., and went to 
Olean 24 years ago. He engaged in the 
tanning trade with his father and a 
brother under the firm name of Adam 
Kinley & Sons. He retired from the 
leather business a few years ago. 

Mr. Kinley served on the Olean board 
of education. He was a member of 
Olean Lodge, F. & A. M. He is sur- 
vived by his wife, two daughters, Mrs. 
Albert Allen, of San Francisco, Cal., and 
Mary C. Kinley of that city. 





RECENT OFFERINGS 


A Collection of Snappy Styles at 
Moderate Prices 


Recent offerings featured at Buffalo 
stores included these: J. N. Adam & 
Co., women’s black or beaver buckskin 
shoes, $12.85; Watters’ Boot Shops, 
men’s English type of walking boots, 
mahogany Russia with mahogany Rus- 
sia top, $7.75; Sterling Shoe Stores, 
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women’s 9-inch lace boots with patent 
or kid vamps and black or colored cloth 
tops, $6.85; Wm. Eastwood & Sons, 
men’s brown calfskin boot, with straight 
tip, perforated on tip, vamp seam, lace 
stay, etc., $11; Vogue Boot Shop, 
women’s shoes, Havana brown or rich 
gray, $8 and $9; William Hengerer & 
Co., women’s brown kid lace boots, 
welt sole, military heel, sizes to 5 only, 
$3.95. 


Rochester 


FIFTEEN STYLES 


Sale of Men’s Shoes at McFarlin’s 
Proves Popular 


Fifteen styles of men’s shoes at $7, 
$7.50, $8, $8.50 and $9.50 were offered 
by the shoe department of the McFar- 
lin Clothing Company, in a special sale 
held last week. Smart English lasts and 
French toes, broad comfort lasts, and 
conservative round toes were among the 
styles sold. The leathers were dark 
brown, black gun metal and vici kid. 
The shoes were taken from the regular 
stock and not ‘“‘imported” for the sale. 
According to Fred Sutherland, manager 
of the shoe department of the McFarlin 
Company, the demand was for $9.50 
and better shoes. 


A NOVEL AD 


Shoe Manufacturer Uses Windows 
of Shoe Store to Secure Workers 


Acting on the theory that shoe 
workers, especially, pay particular at- 
tention to the window display: of retail 
shoe stores, J. J. Kalb, manufacturer of 
children’s cacks, resorted to the use of 
placards in the windows of several 
State Street shoe stores. This new 
method of soliciting “help wanted” 
turned out to be a most effective me- 
dium. 


DISCUSS RUBBER QUESTION 


Merchants Listen to Jobbers’ Rep- 
resentatives and Form Conclusions 


About 25 members of the Rochester 
Retail Shoe Dealers’ Association lis- 
tened to the representatives of the L. P. 
Ross Company, the United States 
Rubber Company and the F. W. Hahn 
Company, as these men told of existing 
conditions in the rubber market and the 
problems of labor that have been con- 
fronting the manufacturers of rubber 
goods. These representatives were 
unanimous in their opinions that there 
will be an advance of from 10 per cent 
to 15 per cent and possibly more in the 
price of all rubber goods after the first 





of next year. Rubber prices, according 
to these men, have not been advanced 
for at least three years and with the 
settlement of a strike at Akron in which 
labor was granted a substantial increase 
in wage, a new price list is expected. 
The shoe merchants were assured that 
they would receive their full shipments 
of rubbers provided nothing unforeseen 
occurs. 

RAPP A BENEDICT 
Advertising Manager Utz & Dunn 
Company Marries Miss Frances 

Smith 
Lester B. Rapp, advertising manager 
of the Utz & Dunn Company, who 














LESTER B. RAPP 


recently returned from service in Eng- 
land and France with Headquarters 
Troop, 8th Army Corp, was united in 
marriage to Miss Frances Mae Smith of 
Rochester on October 15. Mr. Rapp 
since his honorable discharge from the 
United States Army has been most ener- 





































































































































Goss 


‘MAKES LIFE'S WALK EASY" 


Constant in Quality. 
Nationally Advertised. 


IN STOCK FOR IMMEDIATE SHIPMENT 


STOCK NO. 957 
Dark Brown Vici Kid, 8 inch Bal., Flexible Sole, 134 inch Heel, 
Invisible Eyelets, Imitation Tip. 
AA—D, 24%—8 


STOCK NO. 857 
Exactly the same, but in Dark Brown Calf. 


**Shall we send you our Fall Stock Catalog—or a Crossett Salesman Pe! 


LEWIS A. CGROSSETT, Ine. 


Address all communications to 
NORTH ABINGTON, MASS. 


SAN FRANCISCO SALESROOM BOSTON SALESROOM 
58 Lincoln Street 





NEW YORK SALESROOM 
606 Marbridge Bldg. 417 Pacific Bldg. 
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getic and active in extending the scope 
of the Utz & Dunn advertising, using 
larger space in the trade papers and also 
extensive space in the women’s maga- 
zines of national circulation. 


DUNN VACATIONIZING 


Treasurer of Utz & Dunn Company 
Takes Short Rest 


Following one of the busiest years en- 
joyed by the Utz & Dunn Company, 
William H. Dunn, treasurer, has left 
the city to take a short rest at Mt. 
Clemens, Michigan, and French Lick, 
Indiana. Besides being unusually ac- 
tive in the affairs of his factory, Mr. 
Dunn is a prominent figure in every 
leading activity in Rochester. 


BEHIND THE FOOTLIGHTS 


Adair Sells Shoes as of Old, but at 
Increased Salary 


Shoe manufacturers and merchants 
who attended the performances in one 
of the local theaters last week little 
realized that Eddie Adair, who sells 
shoes in an act called “The Heel and 
Toe Boot Shop,”’ was formerly a sales- 
man for the Hanan Shoe Company of 
New York City. . The sketch deals with 





daily trials and tribulations of the 
average shoe salesman, giving Mr. Adair 
a chance to. show that he really knows 
how to sell shoes. The act has been 
playing big time vaudeville for five 
years. Mr. Adair has many friends 
among the shoe merchants in Rochester 
and recalled that when he first opened 


‘ his act in Rochester five years ago he 


borrowed a dozen shoe boxes from E. J. 
Esser, a local shoe merchant, to use as 
“props” in his act. “I’m still selling 
shoes,” said Mr. Adair, ‘“‘but my salary 
is considerably “more than in the old 
days and my hours are shorter, too.” 


ORTHOPEDIC SHOES 


William Pidgeon, Jr., Exhibits at 
State Convention of Osteopaths 


In order to acquaint New York State 
Osteopaths with the merits of the ortho- 
pedic shoes he carries in stock, William 
Pidgeon, Jr., president of the Rochester 
Retail Shoe Dealers’ Association, has 
on display at the Powers Hotel various 
styles of “Ground Gripper,” ‘“Tru- 
Pedic” and Dr. A. Reed shoes for men 
and women. The exhibit greatly inter- 
ested members of the New York State 
Osteopathic Society who attended the 
convention of that organization. 


Chi cago 


CHICAGO’S BIGGEST WEEK 


Seven Days of Cool Weather Stimu- 
lates Trade 


The Chicago merchants enjoyed the 
largest and most successful week of the 
Fall season. Last Saturday was one of 
the most congested and busiest days in 
local shoe annals according to the state- 
ments of the various merchants on 
State Street. 

An almost entire week of frost and 
chilly weather had a decided effect in 
stimulating the sale of boots, so all the 
stores both in the outlying sections and 
down town made up in a large measure 
for the former dull business by the fav- 
orable reaction of the weather and its 
consequent result in registering capacity 
trade. 

KID PREDOMINATES 


Women’s Black Suedes Selling Well, 
Also Tan Walking Boots 


Black, unquestionably, is the pre- 
dominating style in women’s shoes this 
season, and of all the black leather, 
black kid especially is farther ahead in 
demand than any of the other styles, 
although gun metal and black suede are 
extremely popular. 


A considerable portion of the trade 
find their stocks of black suede shoes 
depleted and are experiencing difficulty 
in replacing them in proper sizes and 
styles. 

Women’s tan walking boots with low 
heels are gaining momentum in sales 
every day and from all indications it 
appears that the volume of business that 
will be done this season in this style of 
shoe will far exceed the records of any 
previous season. These shoes are most 
popular in brown calf, although the 
brown dull kid and glazed kid leathers 
are being purchased. 

Women’s button styles are not selling 
quite as well as expected. In fact, in 
some stores of the moderate price type, 
button boots have soldered themselves 
to the shelves and refuse to be pried 
loose. 

MEN’S BROGUES 


Moving Strongly, Brown Cordovans 
in English Lasts Especially Good 


Men’s perforated wing tip brogues in 
brown leather have had a most unusual 
selling during the past week. This 
style shoe is being featured by all the 
stores and is moving very successfully. 
The men seem to ignore the cheaper 
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grades in these styles and are selecting 
only those that represent exceptional 
quality. Brown cordovans in English 
lasts also are having a satisfactory 
trade. The men’s business the past 
week has been especially good. 


TO ADVERTISE CHICAGO 


Campaign Being Launched to Em- 
phasize City’s Special Feature 


Wm. D. McJunkin, a prominent local 
advertising man, is fostering a campaign 
to advertise Chicago. Mr. McJunkin’s 
plans are to raise appropriations by sub- 
scriptions from the most prominent 
manufacturers and wholesalers in Chi- 
cago and to advertise the special fea- 
tures of the city broadcast throughout 
the United States. Before various large 
commercial organizations Mr. McJun- 
kin has been emphasizing the special 
features of Chicago, a few among 
which are: 

“‘Chicago is the second city in America 
and the fifth in the world, as to size. 

“Tt is the world’s live stock, grain, and 
lumber market, and the financial center 
of the West. 

“It is the world’s foremost railroad 
terminus. There are 47 railroads enter- 
ing Chicago, and one train leaves every 
minute. 

“Chicago has a water front of 30 
miles and an annual vessel tonnage of 
11,000,000 tons. 

“There are more families in this city 
than in Cleveland, Detroit, Milwaukee, 
St. Paul, Omaha, Portland and Seattle 
combined. 

“In Chicago’s manufacturing district 
there are 11,000 factories with an annual 
output of $4,000,000,000.” 


FELT SLIPPERS 


Large Orders from Shoe Merchants 
Throughout Country 


Local wholesalers report the biggest 
business in felt slippers that they have 
ever had in the history of the shoe busi- 
ness. Henry Kleine & Co., a large dis- 
tributor of this class of merchandise, 
says that this demand for felt footwear 
is not coming from any particular sec- 
tion of the country, but merchants from 
coast to coast are sending in large quan- 
tity orders for felt goods. It is difficult 
to account for this wide demand. All 
the orders that are coming in call for 
immediate delivery, which are being 
taken care of by large stocks that are on 
the floors of wholesale establishments. 


NEW CATALOGS 


Two Local Firms Issue Special 
Editions 


The Hecht Fixture Company, Medi- 
nah Building, Chicago, has just issued 
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FOR MEN FOR MEN 


ALL-YEAR STAPLE SELLERS 


Especially Good Right Now,—and 
both are IN STOCK ready to ship. 





STOCK NO. 507 
WARWICK 


Black Kid Blucher, C, D and E 
6 to 1l 


STOCK NO. 500 


Same as above with Cushion 
Innereole 

















STOCK NO. 586 
HUDSON 


Velour Calf Blucher Bal. 
Truss Arch Support, Double Sole 
D and E, 6 to 11 





Ask for Stock Catalog 


M. A. PACKARD COMPANY 


BROCKTON, MASS. 
BOSTON NEW YORK 
60 South Street 127 Duane Street 
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a complete new catalog describing their 
Fall line of glass shoe display fixtures 
and have now on the press a new catalog 
describing shoe display stands that are 
becoming popular in many stores. 

The Smith-Wallace Shoe Company 
have issued a new catalog listing their 
complete line of Kinder-Garten shoes 
for children. This catalog is now being 
placed in the hands of the trade. 


“SHOE ROW” 


A Prediction as to Future Name for 
Wells Street 

Wells Street from Madison to Mon- 
roe Street is rapidly developing as a 
section of wholesale shoe distribution. 
In the space of practically a few months 
this street has been the scene of great 
expansion of the shoe market. Since the 
Novelty Shoe Company, less than a 
year ago, has taken the ground floor 
and the entire building at 32-34 S. 
Wells Street, half a dozen large dis- 
tributors of shoes have established 
ground floor headquarters along this 
short but active block. 

The latest newcomer to this square 
is the Hamilton-Brown Shoe Company, 
which concern has taken the ground 
floor space and basement at the North- 
west corner of Wells and Monroe 
Streets, which will be used as a show 
room and a number of the popular styles 
will be carried in stock. 

A number of other negotiations are in 
progress for other ground floor locations 
along this street and it is the predic- 
tion of the tenants now located here 
that it is a matter of only a short time 
until this short square on Wells Street 
from Madison to Monroe will be known 
as “Shoe Row.” 


A BIG EVENT 


Local Travelers to Hold Chicago Na- 
tional Shoe Exposition in January 


The Chicago National Shoe Exposi- 
tion, held under the auspices of the Shoe 
Travelers’ Association of Chicago, is 
rapidly whipping into shape plans for 
their regular semi-annual exposition to 
be held in January, the exact date not 
having been decided on up to the pres- 
ent. Although this exposition is still 
three months off, 50 reservations for 
exhibit space have already been re- 
ceived by Dave Davis, secretary of the 
Shoe Travelers’ Association of Chicago. 
The trade will undoubtedly remember 
the wonderful success of this exposition 
when it was inaugurated and held for 
the first time in July, 1919, at the Mor- 
rison Hotel. The plans for the Chicago 
Exposition will provide for this affair on 
a considerably larger and more exten- 
sive scale than the first exposition and 
will be much broader in scope. 
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BRITISH SHOE DELEGATION 


Entertained by Chicago Shoe and 
Leather Association at Luncheon 
The Chicago Shoe and Leather Asso- 
ciation gave a luncheon at the Hotel 
LaSalle, Wednesday, October 15, in 
honor of Alfred Lovell, Walter W. Cann, 


_ A. W. Hollister and J. C. Cook, repre- 


senting the Incorporated and Federated 
Shoe Association of Boot & Shoe Manu- 
facturers of Great Britain and Ireland. 

The deputation of British manufac- 
turers is making a tour of shoe and 
leather manufacturing centers of this 
country, the principal object of which 
is to bring into more friendly relations 
the manufacturers of the two countries 
and thereby bring about a closer co- 
operation and better understanding 
among English speaking shoe manu- 
facturers. 

Wm. T. Johnson, president of the 
Chicago Shoe and Leather Association, 
was in charge of the meeting. He 
briefly announced the reason for the 
special effort and then asked R. C. 
Jacobsen, editor of Hide & Leather, for 
a few remarks. Mr. Jacobsen in his 
pleasing way spoke of the accomplish- 
ments of the English speaking nations 
during the war and its reflection on 
present business conditions. He ex- 
tended a very hearty welcome to the 
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distinguished visitors from abroad and 
asked them to convey the sympathy of 
the Chicago Association to Mr. Barnes, 
another member of the British party, 
who was detained in New York on 
account of illness. 


ALFRED LOVELL RESPONDS 


Says Trade Competition Should Not 
Necessarily Mean Enmity 


Mr. Lovell in a very happy vein 
responded for the Britishers. The 
speaker put considerable stress upon the 
fact that we were all of one blood and 
were bound by family ties that must 
forever remain unbroken. Competi- 
tion for world trade did not necessarily 
mean nor should it mean that a spirit of 
enmity should exist between American 
manufacturers and British manufat- 
turers, but by working harmoniously 
together far greater results could be 
accomplished and far more good be 
done not only to the United States and 
Great Britain but for the world at 
large. 

The meeting was highly successful 
and enjoyable, both to the Chicagoans 
and to the British manufacturers. 

The English gentlemen spent the 
greater part of the day visiting shoe 
factories and tanneries in Chicago. 


Milwaukee 


SHOE MARKET GROWING 


A Program of Development in Shoe 
Manufacturing 

The following shoe manufacturing 
concerns will soon be producing three 
distinct specialty lines of footwear: 
James-Buntrock Shoe Company (chil- 
dren’s stitch-down shoes on nature 
lasts); Jocelyn Shoe Company, 2218 
Clybourn Street (women’s fine shoes); 
Rohn & Ryan Shoe Company (men’s 
fine shoes in calf, kid and side leathers). 

Among the factories and additions 
under way should be mentioned the 
Ludington factory of the F. Mayer 
Boot & Shoe Company, as well as the 
V. Schoenecker Boot & Shoe Company’s 
addition to their Milwaukee plant. 

The Nunn, Bush & Weldon Shoe 
Company are erecting a 3,000-pair 
factory at Fond du Lac and have al- 
ready started a four-story addition to 
their Milwaukee plant. .The Weyenberg 
Shoe Manufacturing Company have 
just completed a new plant at Beaver 
Dam and are at this time also complet- 
ing a plant at Portage, Wisconsin. The 
steel work has already been started on 
the mammoth one-shoe plant of the 
Edmonds Shoe Company. 


ENGLISH VISITORS 


Manufacturers Given Luncheon by 
Milwaukee Shoe Sales Association 


The following English boot and~shoe 
manufacturers recently visited the 
“Quality First’’ market and were given 
a luncheon at the Milwaukee Athletic 
Club by the Milwaukee Shoe Sales 
Association: 

George Barnes, Britain Boot Works, 
Chesham Backs, England. 

C. C. Cann of the Cliftonia Boot 
Works, Whitehall, Bristol, England. 

Alfred Lovell of A. Lovell & Co., 
Kingswood, Bristol, England. 

A. W. Hollister and J. C. Cook of 
the Frederic Cook, Ltd., London, 
England. 

The above party arrived by train 
from Chicago and were met at the sta- 
tion by automobiles. Several shoe fac- 
tories were visited in the forenoon as 
well as in the afternoon. These visitors 
were considerably impressed by the 
splendid spirit which prevails in the 
local shoe and leather market and were 
as greatly impressed with the rapid 
growth of the concerns composing the 
Milwaukee market. ‘“‘The way you 
people do things is wonderful,” stated 
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More Than 500 Pairs of Sample Shoes, 
Nedlin-Soled, Are Already Being Shown 


(= hundred and sixty-four of the leading shoe manufacturers 
are preparing to make more than 500 different styles of spring 
shoes bottomed with long-wearing and guaranteed Nedlin Soles. 
Samples of these shoes are now being shown to the retail trade. 


These shoes represent sound value and appreciated economy. Their 
Nedlin Soles are durable, comfortable and waterproof—of uniform 
goodness—and guaranteed direct to the retailer for long wear and 
against cracking and ripping at the stitches. 


Retailers are increasing their orders for Nedlin-soled shoes. They 
realize that the service and satisfaction which their customers get 
from these shoes are a source of greater good will and repeat sales. 


They know that Nedlin Soles are correctly applied, because only 
those manufacturers that have accepted the standard method of 
Nedlin Sole application are using Nedlin Soles on their lines. 


And the retailer is fully protected by Goodyear’s pledge to pay the 
cost of any Nedlin Sole replacement that he may have to make. 


Tue GoopyEAR T1rE & RuBBER COMPANY, AKRON, OHIO 


If you are not thoroughly familiar with the new direct 
guarantee on Nedlin Soles, write for our booklet — 
*‘Nedlin Sole Guarantee and How It Operates.’’ 

Goodyear Wingfoot Heels are the walking mates of 
Nedlin Soles. They also are guaranteed—to outlast all 
other heels, rubber or leather. And they’re so depend- 
able that only 1 pair in 352,000 is returned foradjustment, 


Neolin Soles 


Trade Mark Reg. U. S. Pat. Off. 
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Mr. Lovell. “‘You build up a $5,000,000 
business in a very few years, whereas, 
in our country the same accomplish- 
ment would require generations. 


“Going Straight Ahead”’ 


‘The Milwaukee market is certainly 
growing fast and I predict that its 
growth in the next few years will be 
even greater than it has been on ac- 
count of the fact that you are right in 
the midst of population. The Milwau- 
kee market is located at the center of 
the selling and consuming power of 
both leather and shoes and, therefore, 
your growth has been but natural. The 


manner in which Milwaukee shoe manu- 
facturers co-operate is simply wonderful 
and it is this spirit which assures them 
continued and even more rapid growth. 
None of your factories seem to be stand- 
ing still. Each and‘every concern seems 
to be increasing, and the many additions 
and the new factories which you are 


. building mean that each and. every 


concern composing the market is in- 
creasing its business and when each or 
separate unit of the whole shows 
an increase there is no getting away 
from the solid fact that the market 
as a whole is going right straight 
ahead.” ; 


Brockton 


BOUQUETS FOR BROCKTONIANS 


Pleasant Words in Reference to New 
Shoe Manufacturing Concern 


In a recent issue of the Brockton 
Enterprise, the following comment was 
made upon a recent portrait gallery 
published in the “Recorder,” picturing 
the members of Brockton’s newest shoe 
manufacturing concern: 

“In a recent issue of the ‘Boot 
and Shoe Recorder’ there was a real 
photographic gallery of men who 
comprised the four personalities 
that make up the new shoe manu- 
facturing corporation in Brockton 
to be known as Wall, Doyle & 
Daly, Inc., making shoes in the 
former Pleasant Street factory of 
the T. D. Barry Company. There 
is a speaking likeness of Albert 
Doyle, the well-known former 
druggist and present shoe man, also 
a good picture of William E. Doyle, 
his brother. Then, there are true- 
to-life pictures of John J. Daly and 
James E. Wall to make up this 
quartet of handsome men, newly 
banded together to make Brockton 
shoes. In view of the fact that they 
are all as well-equipped shoe men 
as they look for doing business, 


there is no question but this firm 
will soon take a prominent place 
among those of the city.” 


BIG DELEGATION COMING 


Brockton Retail Shoe Merchants to 
Attend 1920 Convention 100 
Per Cent Strong 


One hundred per cent representation 
is the plan of the Brockton Shoe Re- 
tailers’ Association, as regards the 
National Shoe Retailers’ Association 
Convention to be held in Boston, 
January 12-15, 1920. This plan was 
decided upon at a recent meeting of the 
local association held at the Chamber of 
Commerce rooms in this city. President 
Jacob Fienberg presided. W. W. Will- 
son, chairman, and Enslyn Gardner, 
secretary of the 1920 Convention Com- 
mittee, both of Boston, were present and 
explained the details of the program. 
The convention organization meeting 
was held in Boston October 8, at which 
Brockton shoe merchants attended in 
large numbers. Plans are now being 
considered for co-operation between 
local merchants, manufacturers, and 
chambers of commerce in welcoming 
visiting retail shoe merchants to Brock- 
ton during the convention. 


Haverhill 


SPRING SAMPLES 


Quality Turn Shoes Show Novelty 
Effects and Bring Prosperity 


Spring samples of Haverhill. turn 
shoes show novelty effects that cannot 
fail to catch the public eye. There has 
been a constant expansion to the local 
industry, sources of supply keeping well 


apace of increasing demand. Grading~ 


up has been a common practice, until 





today “quality turns” has become a 
slogan that is well lived up to. Pros- 
perity has followed the sale of the per- 
fect turns that Haverhill produces. 


BUILDING BOOM IN HAVERHILL 


Five Factories Within Year 


Five factories in a year in this city 
is a record of which many a ¢ity might 
be proud. It signifies the deep rooted 
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and healthy condition of the shoe busi- 
ness, as firms identified with this trade 
will occupy all of them. ‘The latest 
building to be announced is that of the 
Karelis Shoe Company on River Street. 
This building is to be 45 x 190 feet and 
is to be constructed at an estimated 
cost of $70,000. When finished, 18,000 
square feet of floor space will be avail- 
able for manufacturing. 

The Slipper City Shoe Company, re- 
cently incorporated, will manufacture 
shoes and also deal in leather and other 
goods entering into shoes. The capital 
is reported at $75,000 divided into 750 
shares of common stock at $100 par. 

Harold Rosengard, ,Samuel Cork, 
Henry A. Bacon and Robert Bloom, all 
of Haverhill, are incorporators. Samuel 
Cork is named as, treasurer. 


COMMUNITY SHOE SHOP 


Incorporated to Make Children’s 
Shoes in Georgetown 


The Community Shoe Shop, Inc., is 
to make children’s shoes in Georgetown, 
near Haverhill. William Bray, a select- 
man of Georgetown, is president of the 
company. J. D. Curtis of Haverhill is 
treasurer. Hollis B. Scates, shoe buyer 
for Filene, Boston, is a director. 


WOOD HEELS 


One New and Two Familiar Methods 
of Attachment 


Three ways there are of attaching 
wood heels. All are in use, for wood heels 
are very muchinstyle. One way is by the 
use of the familiar C clamp. Another is 
by the use of the wood heel nailing ma- 
chine. The third is by the use of the 
new wood heel bench. 

This bench has 24 spring clamps, 
patented. The wood heel operator 
applies adhesive to the heel and attaches 
it to the shoe. Then he puts the shoe 
on the jack of the machine, and springs a 
clamp down on it. The clamp holds it 
securely until the adhesive dries. 

By the time the operator has finished 
the 24th heel, the first shoe is ready to 
come from the jack. So the operator 
can keep on attaching heels, and putting 
them on jacks. 

The new method saves hours, and 
expedites production. 


TRADE OUTLOOK 


City Is Happy Over Volume of 
Business Transacted 


The leading position to which Haver- 
hill-made shoes- have been pushed is 
reflected in the volume of business 
which the factories of this city are asked 
to handle. New creations in pumps, 
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Branded or Unbranded 


A big seller. English Bal, Cherry Vamp and Top, One 
Inch Broad Heel, 12 Iron Single Sole. Price $8.00 


Same Style in Gun Metal (No. 2655). Price $7.25 


Style No. 515—Cherry Calf Vamp on Our Popular Carlton 
Last. Price $10.00 


Snappy Fall weather and the return of the College men 
will make a big demand for this style. Get your order 
in at once as we have them ready for quick delivery. 
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A new Catalog will be mailed you on request. 


CHARLES A. EATON COMPANY 


“THE STERLING SHOEMAKERS OF NEW ENGLAND” 
BROCKTON, MASS. 


BOSTON: 183 Essex St NEW YORK: 127 Duane St.- 
ATLANTA: 238 Peachtree Arcade DETROIT: 461 Book Bldg. R 
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ADVENTURES OF BARBARA WEIT 
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‘“‘What do I see, Barbara,” said Anny Ol’ Shoe, ‘‘An addition being 
put on to your home?” 

“Yes indeed,” replied Barbara. ‘“‘The demand for Barbour Grooved 
Endless Welting makes additional factory space of about 20% nec- 
essary.” 

‘Well, somebody must like this welting. What did you say the daily 
production is now?”’ 

““We are averaging slightly over 200,000 yards per day,” said 
Barbara. 


“T’ll say that is a lot of welting,” said Reddy Walker. 





Previous acts may be had by writing for them. Act 9 will follow on November 8. 


BROCKTON RAND CO, 77°2'3°s 
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Greater Than Rubber Resiliency 


ERY pair of Firestone Non-Skid Rubber Heels is made of 
pure, live, flexible and pliable rubber. And added to the un- 
usual resiliency of such perfect rubber is the elasticity afforded by the 
air-cushion chamber between the shoe and Firestone Heel. It acts 
on the pneumatic principle and completely absorbs all shock and jar. 


Firestone 


Non-Skid Rubber Heels 


have three non-skid bars across the tread. These are recessed into 
the heel instead of raised on the surface. They form a vacuum 
at every step and cannot fill up with mud. Unlike a raised sur- 
face, they never lose their effectiveness until the shoe is discarded. 
Your customers will appreciate your thoughtfulness in recom- 
mending, this superior heel, and your repair department will find 
them the easiest heels to apply because of the perfect fittin3, 
concave on the applying, surface. 


Details and prices on all sizes and colors gladly and promptly furnished. 


FIRESTONE TIRE AND RUBBER COMPANY 
FIRESTONE PARK AKRON, OHIO 
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colonials and boots for Spring show that 
designs have been allowed greatest 
latitude in expressing ideas. The high- 


waisted effects in pumps and colonials 
reveal the continued demand for orna- 
mentations of a most attractive order. 


Boston 


PERMANENT SHOE SPECIALISTS 


Wholesale Firm of Hughes & Tansey, 
Inc., Recently Launched 


Hughes & Tansey, Inc., started in 
business at 128 Summer Street on 
October 7 as permanent specialists in 
women’s high-grade shoes. They are 
incorporated under Massachusetts laws. 
Their new home consists of three large 
and well-lighted offices. Across ‘he 
hall is their spacious stock room, where 
a decided air of activity was noted in 
goods arriving and goods being shipped. 

The principals of the firm are John J. 
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JOHN J. HUGHES 


Hughes, who has had a wide experience 
in shoe manufacture, and James H. 
Tansey, who for six years has traveled 
New England and as Far West as 
Chicago. 

Mr. Tansey will act as director of the 
sales policy of the house and will spend 
some of his time on the road as super- 
visor of sales. Mr. Hughes will act as 
the inside man and will attend to the 
business end of the organization. P 

Both young men are from Lynn and 
have come to Boston to engage in 
business because they feel that there is 
a demand for just such a service as they 
have already begun to render to retail 
shoe merchants. Their idea is volume, 


_ quick turnovers, close figuring and small 


profits. Immediate deliveries are being 
daily made from shoes in stock, which 
are actually better than sample. At the 
present time, they are specializing in 
Hennesey, Maxwell & Hennesey’s 
welt shoes. 

They have four salesmen on the road. 
They are concentrating most of their 
energies on the New England and the 
Middle Statés. 


A Square Deal Policy 
They have established their business 
on a solid basis with a well-defined aim 
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Photo by Bachrach 
JAMES H. TANSEY 


to concentrate all of their efforts on 
quality shoes, quality service and a 
square deal to the retail merchants. 
They have taken a long lease of their 
present quarters. They wish to secure 
for their business good will and a 
reputation which they can pass on to 
someone else whenthe present principals 
of the firm shall-haye passed away; in 
other words, they intend that the 
name of Hughes & Tansey, Inc., shall 
for all time stand for everything that is 
good in the shoe business. 

The combination of the man skilled 


. in shoe construction with the man who 


has a thorough knowledge of the retail 
shoe merchant’s requirements, through 
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his many years of road experience, 
should prove an ideal one. 


BUSINESS IS BRISK 


With Expected Increase in Cooler 
Weather Business Will Boom 


Visits to the retail shoe shops of the 
city find there much activity in"selling 
the fashionable styles for Fall and 
Winter in men’s and women’s lines. 
The cooler weather has stimulated 
trade. Spats are selling exceedingly 
well and will probably continue to 
do so until about the middle of Novem- 
ber. With spats are sold pumps in 
browns and in blacks. 

Party slippers in large numbers are 
in good demand. Buckles ranging from 
$1.25 to $75 are selling wonderfully. 
High shoes are also moving well. 


AT T. E. MOSELEY COMPANY’S 


Buyer Wirth Reports Sales on Lace 
Shoes at 90 Per Cent 


Lace shoes are selling in large 
numbers at the store of T. E. Moseley 
Company in browns with kid vamp 
and satin, in all brown and black 
suede, in all brown kid, in black satins 
and kid. It is the ever popular 9-inch 
laced shoe, Louis heel, that seems to 
meet the taste of the woman of fashion. 
Just now the bulk of sales is on 
pumps and spats. 


STREET CAR POSTER 


Timely Advertisement Announcing 
Spats and Pumps 

For early Fall and Winter, this firm 
is showing and will so advertise by 
street car posters 11 x 21 inches an 
exceptionally attractive quality of spats 
in all of the wanted shades at $3.50 to 
$6.00.. Pumps and oxfords in patent 
leather, brown or black calf, with high 
or low heels, especially adapted to be 
worn with spats at $10 and upwards, are 
also advertised on this poster. This 
advertising will be followed up by 
attractive newspaper announcement. 


‘CHILDHOOD TO MATURITY” 


Attractive Styles Featured at Jones, 
Peterson & Newhall Company 
Step by step from infancy to maturity 

the shoes of the Jones, Peterson & New- 

hall Company are attractively featured 
in men’s and women’s lines. 
There are military oxfords for women 


with plain toe and military heel, - 


evincing style and quality in every line. 
A walking oxford for women comes in 
dark brown Russia calf with medium 
toe and low square heel. A Liberty 
oxford, in a dark brown Russia calf, 
blucher cut, plain toe and low broad 
heel, a desirable model for those who 
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‘“‘“He Who Serves Best Profits Most’’ 





Giving Bigger Profits 
Through Rapid Turnover 


WE are growing because of value-giving and because we are building 
on a solid foundation of being close to the needs of the dealer. @Our 
stock consists chiefly of jobs today, but we are fully alive to all your 
needs, and when all our lines are ready they will include highly desirable 
specialties. Quick turnover and a small margin. That's the basis on 
which we work. Nothing remains unsold long enough to get old. Our 
method of pricing takes care of that. Nothing that is possible in the 
shoe business is too much to expect of us. Just the other day we sold, 
manufactured, and delivered 25,000 pairs of shoes for export and the 
entire transaction was completed in two weeks. ‘| he shoes were man- 
ufactured in nine working days. {We make no attempt to define service 
as it applies to your own case. Requirements differ. We simply take 
a course in every transaction that promises the most for you whatever it 
is. @With only two months of business to look back on, our sales indi- 
cate that the Bloom-Gilman Shoe, Inc. way of doing business is the kind 
that folks like to tell their friends about. If you have not already. done 
so, ask us to keep you in touch with all the good things we know about. 
You may not want 25,000 pairs of shoes manufactured in such a 
short time, but there are plenty of other things just as important to you 
that we can do to demonstrate our willingness to please. 


Bloom-Gilman Shoe, Inc. 
Wholesale Specialty Footwear 


719 Atlantic Ave. Boston, Mass. 
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Executives and Salesmen of Farnsworth, Hoyt Co., Launching Red Line-In Campaign 


consider service combined with foot 
ease. Among other styles for women 
are the English brogue oxford with 
perforated winged tip, and low square 
heel shown with wool bose for Winter 
wear, also a walking boot which is a 
dressy style representing a popular 
type of a serviceable shoe with long 
vamp, ornamented toe cap and military 
heel. These shoes are made of black 
calf. An English riding boot in black 
calf, fashioned along latest lines, was 
noted. 
College Footwear 


A sport department at Jones, Peter- 
son & Newhall’s carried a well-selected 
assortment of sport shoes as well as 
skates, snowshoes, skis, woolen moc- 
casins, hockey sticks and other ac- 
cessories to Winter sports. 


Specials for Men 


A special in a men’s glazed kid and 
dull calf, blucher lace boot, made with 
the flexible shank, a perfect shoe for 
standing or walking, was featured, also 
vici -kid blucher oxfords on the same 
last. 


RED LINE-IN CAMPAIGN 


Farnsworth, Hoyt Company to Con- 
vince Shoe Wearers of the Lin- 
ings Importance 


The executives and salesmen of the 
Farnsworth, Hoyt Company, Boston, 
gathered at a special meeting held 
recently at the Algonquin Club to hear 
the plans of a three-year advertising 
campaign for Red Line-In shoe lining. 
The object of this campaign is to con- 
vince shoe wearers of the important 
part which the shoe lining plays in the 
wear and comfort of their shoes. To 
supplement the firm’s advertising, a 


booklet giving further information on 
the subject of shoe linings is to be 
distributed free to the readers of the 
**ads.’’ 


There will also be much supple- 
mentary advertising, including cir- 
culars and bulletins, at frequer.t inter- 
vals, to 21,000 shoe merchants, manu- 
facturers and wholesalers, keeping them 
informed of the progress of the cam- 
paign. The meeting of the executives 
and salesmen was an enthusiastic one 
and the campaign was given a rousing 
send-off. Upon being interviewed, 
Charles G. Hoyt, president of the 
Farnsworth, Hoyt Company, told of 
the conclusions at which he had arrived 
after his 35 years’ experience in the 
shoe-lining business. 


AT COPLEY PLAZA 


Informal Dinner Tendered 1920 
Convention Committee Mem- 
bers and Wives 


There will be an informal dinner for 
members of the 1920 National Conven- 
tion Committee of the National Shoe 
Retailers’ Association and their wives, 
on October 27, at the Copley Plaza. 


AGOOS CHARITY FUND 


To Be Incorporated—Boston Leather 
Dealer and Family Donate 
$100,000 


Lassor Agoos, a Boston leather 
merchant, has petitioned the Secretary 
of State for authority to establish the 
Agoos Charity Fund as a charitable 
corporation. As an initial subscription 
to the fund Mr. Agoos, and members of 
his family contributed $100,000. 

The proceeds of the fund are to be 
used for relief work among families in 


Boston and in institutions of the city, as 
the directors of the fund may deem 
proper. Mr. Agoos states that his 
family wishes to give money for worthy 
purposes during the lifetime of its mem- 
bers rather than to so dispose of it in 
bequests to be paid after their death. 


A RECENT VISITOR 


H. E. Hector of Hector’s, Copen- 
hagen, Calls at ‘‘Recorder’’ Office 


H. E. Hector of Hector’s, Copen- 
hagen, was a visitor at the ‘‘Recorder” 
office recently. 

Mr. Hector is proprietor of one of the 
largest shoe stores in Denmark and is 
visiting here with the view of getting 
American lines for his wholesale and 
retail trade. 


TWO BEST BETS 


Brogue Oxfords and Two-Eyelet 
Ties for Spring 


John J. Hughes of Hughes & Tan- 
sey, Inc., believes that the two best bets 
for Spring in women’s shoes will be a 
brown brogue oxford and a patent 
leather two-eyelet tie. 


A visitor at the Boston office the past 
week was Charles Marcus of the shoe 
department of the Emporium, San 


Francisco. Mr. Marcus is in the East 
to make a survey of shoe and leather 
conditions. 

He says that the Emporium shoe de- 
partment is doing a big business on 
black and brown kid in men’s and 
women’s shoes; that brogues are going 
big for Fall and Winter, especially with 
their men’s trade; and that their cus- 
tomers seem to make no objections to 
the higher prices. 
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FIRST 
NATIONAL BANK OF BOSTON 











Liberal Treatment 


We endeavor to give to all our customers, small as well 
as large, the most liberal treatment. Customers will not 
expect valuable service to be supplied without cost, yet we 
offer freely in connection with our banking business, informa- 
tion and service along trade and collateral lines, for the 
purpose of aiding our customers, present or prospective, to 
expand and increase their business. Address our Commercial 


Service Department. 
Deposits $ 179,000,000 
$260,000,000 


Resources, over : 
Branch at Buenos Aires, Argentina 


Oct. 25, 1919 
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Style 545 


SPARTAN FOOTWEAR 





98 Last 94 Last 99 Last 





Showing the three lasts on which our in 
shoes are built. 











For Girls—In-Stock Styles ]" 

















Gun Metal, High Cut, La BACON-ROLLINS Style 408 
MeKay Weit, O08 Last ra Brown Totus, High Cat, Lace, 
eepescoccoees ay Wei 

ices Be COMPANY ere 
834-11, Spring Heel, D-E.$3.75 2, 94 Last, C-E. || | $5.50 

‘“ chtzle 543, s 834-11, Spring Hoel , D-E.$4.75 

5 4 le 486 

Growing Girls’, as 545, except uccessor to George F. Daniels Corp. Growing Gir as 485, except 
LYNN, MASS. — 
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Buy them while they can be bought. You 
can have orders filled immediately 
now. Present indications are that late 

comers will have to wait production 


No. 116 
Cocoa Bro. Calf Bal. 
Fawn Buck Top 
Victory Last 
AA to D, 5 to 11 


Price $10.00 


Two of the most popular models ever offered the trade. 
Pleasing Patterns. Goed Fitters. Fine Materials. 
“ WRIGHT’? Standard Workmanship — 


No. 117 
Gun Metal Calf Bal. 
Gun Metal Calf Top 
Myopia Last 
AA to D, 5 to 11 


Price $9.25 


E. T. WRIGHT & CO., Ine. 


ROCKLAND, MASS. 


NEW YORK PHILADELPHIA DETROIT CHICAGO SAN Smenceco 
es . 


BOSTON 
183 Essex Street Marbridge Building 1215 Market Street Tea Arcade 1700 Republic Bldg. Pacific 
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Terms: Net 30 Days 


Style No. 832 ; 
ack Satin Seamless Pump, No. 13 Last, 374 ’’ Vamp 
130s by Louis Heel. 
Widths a a r 


ELLIS, EDDY COMPANY 
Shoemakers, Haverhill, Mass. 





THE BEST LEATHER 
FOR WINTER WEA R— 


Wet feet are apt to be dangerous and the Winter 
months demand exceptional qualities in footwear. 


MONARCH OF THE OAKS 
“8 SOLE LEATHER | 
| 


Hoh | WG i 
a VW » Will Resist Water Better than 
—/ Any Other Leather 


It will wear longer and is more economical in the long 
run. 
It brings your customers back for more. Put up in 


Sides - Backs Bends 
Jumbos Toplifts Strips 


KULLMAN,, SALZ & CO. 


Tanners of Real Leather 


82Fulton St. Wells Fargo Bldg. 220 W. Lake St. 
New York. San Francisco. Chicago 
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NO. 512 
CHERRY 
CALF 
VARSITY 
BAL 

IN STOCK 


New extreme 
narrow toe 


Men’s Fine Shoes 


The Dalton Company, Inc. 


BROCKTON, MASSACHUSETTS 


BOSTON: 183 Essex Street NEW YORK: 651 Marbridge Building CHICAGO: 1415 Great Northern Building 
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‘Dart ’’ Last 


$100 
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MAILS AND TELEGRAPH TOO SLOW 
SO CUSTOMER TELEPHONES. 


A customer who was just leaving on a 
trip was so pleased with the shipment 
of our goods that he had just received 
that he was compelled to call us on the 
‘phone and say: “The nicest shoes that 
ever came into my store.” Nuff Sed! 













WELCH, Moss & FEEHAN Co. 


13 ESSEX STREET 
HAVERHILL 


MASS 
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AM FOOTWEAR 






“Foot-Pal” 





Leadership 


T was a real achievement to take slippers 
as good as FOOT-PALS always were 
and make them as much better as they 


now_ are. 


But it. is our policy to continually 
develop and improve our line re- 
gardless of its present popularity 
and success. : 


We have arranged to double 
our output for next season. 


FOR.OUR MUTUAL BENEFIT 
await the visit of our salesmen, 
who are just starting out with 
the complete line of Foot-Pals. 


The E-Z Walk Mfg. Co. 


INCORPORATED 


62-70 W. 14th St., New York City 
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Never did the general run of outdoor workers demand 
more service and comfort from their rubber footwear. 


Never were there so many men to supply. 


Never has your opportunity been greater for 
enlisting permanent year by year customers 
if you sell “U. S.” Rubber Footwear — 
the safest and most serviceable a man 

can buy. 


Prepare for the call of the many 
men in your locality who read 
our educational advertis- 


ing on “U.S.” Rubber 


Footwear in. publica- 
tions that reach 
more than 
6,000,000 
outdoor 
workers. 


Et mae a res 


ree 
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BOOTS AND SHOES 


Factories Busy, but Retail Trade 
Waits for Weather 

How fortunate the retail shoe mer- 
chants would be, could they have 
“‘certain-sure” foreknowledge of the 
time, character and duration of the 
Winter, which up to the middle of 
October gave little signs of its approach. 
People who have gained local or more 
general and widespread reputation as 
weather prophets are issuing their 
pronunciamentos. The goosebone is 
being bent and squeezed by horny 
hands, the corn husk pulled, shredded 
and chewed, the muskrat homes vio- 
lated and invaded, and signs seem to 
differ, or at least the interpretations 
fail to agree. The Old Farmer’s Al- 
manac, on which thousands of people 
pin their faith, makes no mention of 
snow until the second week in Decem- 
ber, and then says, “Perhaps flurries of 
snow.” The Atlantic Monthly Al- 
manac, an imitation of the Farmer’s, 
is more encouraging, promising us 
“Cloudy with light snow’ between 
November 10th and 14th, ‘‘Fine season- 
able weather’ at Thanksgiving, and 
“Increasing cold with snow” in Decem- 
ber. However, the general run ot 
American citizens take little stock in any 
of these. Many of them even doubt the 
forecasts of the Government Weather 
Bureau, which never pretends to fore- 
cast more than seven days ahead, and 
frequently misses on its one-day guesses. 

But the retail shoe merchant, as a 
rule, relies on his own past experiences, 
and prepares for whatever the weather 
clerk may send. The mills are running 
to full ticket, and jobbers prepared for 
any sudden demands which may come, 
as they are likely to any time after this 
date. 

TENNIS LINES 
Orders Keep Manufacturers Hus- 
tling 

There is a noticeable demand for 
gymnasium and sporting shoes, not 
only in college towns, but in most of 
the big cities. Besides this, many deal- 
ers in what may be termed the working- 
men’s districts find a present sale for 


Gn’ 
pall 


Weekly 
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low-priced tennis shoes, the demand 
evidently increased by the high cost of 
slippers and light shoes for house and 
shop footwear. The manufacturers of 
canvas upper, fiber-soled work shoes 
report a growing demand for these 
lines. In the finer tennis lines, and 
Summer and outing shoes, manufac- 
turers have orders ahead to last them 
well into the Spring at present working 
capacity. : 
CRUDE RUBBER 
Slight Fluctuations Due to Local 
Conditions 


Some scarcity of spot rubber the first 
of last week, magnified by delay in land- 
ing a large cargo from a steamer which 
had to be beached after a collision, sent 
prices of plantations up, but large arriv- 
als almost every day thereafter caused 
a reversion to about the same quota- 
tions as per our last report. The ad- 
vance in London seemingly affected this 
market but little, and prices of Tuesday 
were dropped Ic on spot and Mc on 
futures later in the week. London is 
quoting first latex pale crepe at 294d 
which at present rate of exchange is 
equivalent to 53l4c in New York, but 
present quotation here is 51%c for 
spot and forward to January, while 
January-June is 52%c, and July- 
December, 52%c. In South American 
rubbers there is only a moderate call for 
fine grades. The market is bare of up- 
river coarse, and sales are made to 
arrive at higher rates, while upper 
caucho ball is scarce and high, and lower 
ball still out of the market and unquot- 
able. Some trading is noted in centrals. 

We quote spot prices: 


First latex pale crepe........ .51% 
Smoked sheets............. .50% 
ee 43 @. 44 
Upriver fine para........... 53 
Islands fine................48@.484% 
Upriver O0@rse ..........55: 35 
Islands coarse.............. .23% 
Caucho ball upper.......... .344% 
Caucho ball lower.......... none 
rere re 23 
Centrals and Mexicans...... 33@.34% 
Guayule (20% moisture)... . 25 


eeeee 


Guayule washed and dried. 


| } K \ heey 
The Rubber Realm 
Market Review of Rubber 
‘Footwear, Supplies and Prices 
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SCRAP RUBBER 
Higher Prices Paid Because of 
Scarcity 


There is evidently a return to activity 
in regenerated rubber, judging from the 


‘increased demands. of reclaimers for 


scrap boots and shoes. The conse- 
quence is that some dealers find their 
reserve stocks, such as they have, 
diminishing at a fairly lively rate. 
Some dealers, finding themselves short, 
have paid as high as 8%c for large 
lots, and 8c for smaller lots. Prices have 


_ not risen quite proportionally in other 


markets, but on the whole, the market 
is higher, yet not so high as to bring 
out any of the hordes reputed to be held 
by collectors for big advances. As was 
said here a few weeks ago, it will take a 
snowstorm to bring about a supply 
from retail sources, for it is the first 
storm of the Winter which proves to 
wearers that their last season’s rubbers 
are valueless as foot protectors. Let 
there be a good snowstorm and. shoe 
merchants will sell new rubbers, and 
have an opportunity to secure scrap 
shoes to sell to collectors. 


We quote dealers’ paying prices: 


Boots and shoes: $8.12 to $8.50 in 
Boston; $8.00 to $8.25 in New York; 
$7.80 to $8.00 in Philadelphia and 
Chicago. 

Trimmed arctics: $6.00 to $6.25 in 
Boston and New York; $5.75 to $6.00 
in Philadelphia; $5.50 to $5.75 in 
Chicago. 

Untrimmed arctics: $5.00 to $5.25 in 
all markets. 


Exhibits on Coast 


Julian W. Rogers at San Fran- 
cisco 


Julian W. Rogers, personal represent- 
ative of the Rogers Bros. Shoe Com- 
pany of Boston, was a visitor in San 
Francisco recently. A line of women’s 
novelty shoes carried by the Boston 
company, including about 20 styles, 
was exhibited by Mr. Rogers at the 
Palace Hotel. 
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MAR HALL 


“QUALITY MAINTAINED” 
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LOUNGING ROOM OF THE 
CITY CLUB - BOSTON 


The second picture of a series showing places which 
portray those refined characteristics typical of 
Marshall “Quality Maintained” Men’s Shorts. 
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C‘S-MARSHALL COMPANY, 


BROCKTON ~~ MASS 








MODEL 0366 


Marshallized Calf, Major Oxford, 
with Wing Tip, on —- Last 


N oe 






Ld tndedehRRREREEER LER RR TET Abb dndodntnde tnt REEL REL ETE 


OULUDLAUAUARAALINOUROOUAURDSOLOUENISEONAUGUOUIUDSOLOFQUILONCUUITEDIINSIOOATOULUOONIINOTANOIEET 


DtitdbhtohARIELLLE RELI ITY TY ALA bAddb thd kbd kA E ALARA AAA AERAAIE AREER EERE TTT TTY 





. 4 
SUT TTTTTOTOOTTTPS 


LUT TTT TT 





_ 








Quintin 











> 








Oct. 25, 1919 BOOT AND SHOE RECORDER 


A Smart Style 


For Immediate Delivery 


to retail for $10.00 


STYLE NO. 1620 
WIDTHS A, B, C, D. 


Made from Tan Eureka, the good- 
looking, long-wearing leather. 
On our popular Pullman Last 


Price $7.25 
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Here's a new baby ¥ 





No. 206 


Dark Brown Kid, Eighty and 
One Half Inch Welt, Ninety- 
Eight Last, Four Inch Vamp, 
Inch and Three Quarter Cuban 
Heel, Triple A to D. 


102 


Net 30 days 


Three Thousand Five Hundred — 


Ready To Ship 
November 15th 


Book your order with us now—A Dandy 
Looker—A Quick Seller and a Profit Producer 


THE HOLTERS COMPANY 
CINCINNATI 
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ON THE COAST 
T. L. Vivrett Sells Menzies Shoes 


T. L. Vivrett travels for the Menzies 
Shoe Company, Milwaukee. This is 
Mr. Vivrett’s first year on the road. 
Previous to that, for twelve years, he 
devoted his activities to the retail end 
of the business and for four years to 
the factory. Mr. Vivrett was with 
Marshall Field & Co. of Chicago for 
about four years and was later associ- 
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T. L. VIVRETT 


ated with The Bootery of Los Angeles. 

‘Business conditions on the Coast,” 
writes Mr. Vivrett, “are extremely 
prosperous, with all indications of a 
continuance of same. My territory 
includes “California, Arizona and Ne- 
vada.” 


ADDITIONS TO FORCE 


Lindner Shoe Company Travelers 
Doing Intensive Work 


Some very important additions have 
been made to the sales staff of the 









Traveling, Shoe Salesmen 


Activities of our Trade Ambassadors 
On and Off the Road 
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Lindner Shoe Company of Carlisle, 
Pa., and their activities may be ex- 
pected to more intensively cover the 
respective territories for this well- 
known and enterprising concern in the 
manufacture of women’s fine shoes. 

D. B. Howard, who has taken over 
the territory of West Virginia, Ken- 
tucky and Tennessee, was with the 
factory over 15 years prior to his enlist- 
ment in the service, his former post 
being that of assistant superintendent. 
On his return from overseas, which has 
been of very recent occurrence, Mr. 
Howard felt a great interest in the sales 
department of the business and; there- 
fore, has taken over this activity. With 
his long experience in the making end, 
he has a complete and detailed knowl- 
edge of the line and is especially well 
qualified to point out its merits to his 
new clientele. 

D. J. Tobin is representing the house 
in Ohio, Indiana, Illinois and Michigan. 
He will devote the greater portion of his 
time to visiting the larger trade in this 
very fertile field. Mr. Tobin possesses 
a very wide acquaintance and a most 
gratifying personal popularity through- 
out this section. 

Messrs. A. W. Jones and Judson 
Wood, who have been newly appointed 
to cover jointly the territory of Texas, 
Oklahoma, New Mexico and Arkansas, 
may be looked to to produce a very 
satisfactory volume of business from 
this field. Both gentlemen are thor- 
oughly equipped shoe men, familiar 
both with shoes and the requirements 
of the particular field in which they are 
working. 

All of the new men as well as the 
older selling organization of the factory 
are now on their territory making a 
showing of the new Spring line for the 
house. 

B. N. BIERCE 
Represents McElwain-Young Shoe 

Company in Sacramento Valley 

B. N. Bierce, formerly with Gerlach 
& Morath of Stockton, Cal., is repre- 
senting the- McElwain-Young Shoe 
Company in the Sacramento Valley 
this year. 
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PUTTIN 


W. C. MARTIN REPORTS 
From Kentucky and West Virginia 


W. C. Martin represents the Beals- 
Pratt Shoe Manufacturing Company 
of Milwaukee in Northern Kentucky 
and part of West Virginia. Mr. Martin 
has been with this firm for five years 
and has increased sales for his house 
every season since he commenced 


_ traveling for them. 


Mr. Martin says that his territory in 

















W. C. MARTIN 


West Virginia is in good shape; that his 
Kentucky territory is in the tobacco 
section which has suffered this season 
from a great drought which has. cut the 
crop about 50 per cent. 


SOUTHERN REPRESENTATIVE 


J. S. Whitman with Weimer, 
Wright & Watkin Company 

J. S. Whitman, who is located in 

Atlanta, Ga., has just been appointed 

sales representative for Georgia, Ala- 

bama and possibly Florida for Weimer, 
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Ready To Be Shipped from Stock g 





B512 $10} | B510 $105 


Tan Russia Calf Lace, Black Glazed Kid, Nine- 
apie Dap. 280 inch Top, 18-8 Leather 
tary Heel, Imitation Tip, 
Perforated Vamp, 205 Last, 
Goodyear Welt. Tip, Blind Eyelets. 


Half Louis Heel, Imitation 




















Sizes and Widths in Stock 


ct) Reeser er rere 1414 to 8 
SF PEE ene pee Fee 114% to 8 
A 4 to8 
— OER EPDE OO 
ee Cer ee 2% to 8 


Terms: Net 30 Days 
Prices Subject to Change without Style B510 
Nolice. $10.15 


Style B512 
$10.00 





“FILL IN STYLES” FROM FORD’S 






C. P. FORD & CO., Rochester, N. Y. 


NEW YORK CITY: 127 Duane St., E. H. TALBOT and “JACK” GALWAY. 





For “At Once” and “Future” 











2733—Mahogany Barefoot 
5-8 8-11 114-2 2%-6 
$1.50 $1.65 $1.85 $2.40 








BLACK, TAN AND SMOKE BLUCHERS, BUTTONS, OXFORDS, ~ 
MARY JANES AND SANDALS 








40—Men’s Tan Kid Romeo...... .$3. 
41—Men’s Black Kid Romeo..... 








Hagerstown Shoe & Leather Co., 


Hagerstown, Maryland, U. S. A. 
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Wright & Watkin Company of Phila- 
delphia. Mr. Whitman has recently 
made a visit to the home offices, secured 
his new sample line; and is now out in 
the field with it. During his visit to 
Pennsylvania, Mr. Whitman became 
very enthusiastic regarding the line and 
is convinced that an excellent market 
can be developed for it in the territory 
that he is now covering. 


“USED TO WAS—AND IS” 


In the days that “used to was” 

When the men 

Who manufactured Shoes 

Were permitted a voice in the 

Management of their own establish- 
ments , 

And they rode in Limousines 

Instead of wearing out 

The Shoes they made 

And before the Big Five had corralled 

The Leather output 

They sent a Silvery-Tongued 

Good Scout to see us 

And before he talked business 

He would proffer us a thirty-five 

Cent Cigar which then cost ten cents 

And would take us out to a twenty-five 

Cent Dinner 

Which is now termed a Three Dollar 

And a Half Lunch 

And he would spill the hard 

Conversation in all languages 

In an effort to induce us to purchase 

Some of the $3.50 at Retail Shoes 

Of which they were trying 

So hard to dispose. 

But rowadays 

They send circular letters 

Informing us they are unable 

To secure leather 

And as the Paper Mills 

Are closed down 

Material for Shoes is difficult 

To secure and anyway their 

Employes are too busy with 

Their Sedans and French Victorias 

To waste 

Many hours per day 

Producing Shoes 

However 

If we have much 

One-Legged patronage they 

Might be able to slip us a 

Few Broken Pairs 

Of Size 314 Men’s and 

Number Eight Ladies’ 

As their line 

Is badly broken 

But they assure us these 

Are splendid values in 

Face of the present Packing House 

Administration and I. W. W. conditions 

And will find ready 

Sale at $21.00 per half pair if 

We are willing to do business 

On three and one-half per cent gross 


As the Anti H. C. L. League 
Advocates and if we 
Don’t believe the situation 
Is as outlined we can come 
Into the Factory and they will 
Be pleased to let us look 
In the Safe and see the 
Roll of Real Honest to Goodness 
Leather and watch the 
Three men work who are 
Still on the job 
Manufacturing Shoes 
In their Nine Hundred and Seventy 
Thousand Square Feet 
Of Factory Space. 
C. V. ROBERTS, Fremont, Neb. 


DAVID RAPPORT’S SONS 


A Firm of Hustling Shoe Manu- 
facturers’ Agents 


This firm has been meeting the de- 
mands of merchants in Western Penn- 
sylvania, Eastern Ohio, and Northern 
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BEN S. RAPPORT 


West Virginia for the past 15 years» 
with David Rapport and sons, Ben S. 
and A. Harry, hustling through the 
territory at all times. 

D. Rapport, Sr., is still very active 
among the trade, but the bulk of the 
present canvassing rests now with the 
boys who have worked up a remarkable 
business since going in the game with 
their dad. 

‘There is not a town or village worth 
while in the entire steel belt that we 
neglect,” said Ben S. Rapport, “and 
with the present high market, Beals- 
Pratt shoes are receiving a _ royal 
welcome. The trade in general has not 
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yet been entirely won over to the fact 


that snappy dress shoes can come from 
a factory west of the Ohio River, but 
with the introduction of the Beals- 
Pratt Shoe Company’s line, the ‘‘crank- 
iest crank” seems willing to sample the 
line. 

‘‘Beals-Pratt shoes. are a Godsend 
in these days, and the shoe merchants 
of our section give every evidence of our 
good values by their liberal purchases. 
Our sales for the month of August 
amounted to more than that of the 
entire previous season, and despite the 
strikes now on, business continues 
unusually brisk.” 


PACKAGE OF CORN 


From South Dakota, Sent by E. M. 
Robison 


Geo. D. Chandler of the Smith- 
Wallace Shoe Company, Chicago, was 
in receipt of a parcel of corn from 
Scotland, So. Dak., which was accom- 
panied by the following letter from 
E. M. Robison, one of the Smith-Wal- 
lace salesmen: “By parcel post today 
my South Dakota friends are sending 
you some of our Premium State Corn. 
Yield 50 bushels per acre, price $1.07 
per bushel here today. Can you beat it 
on $100.00 acre land?” 

Mr. Robison went on to state that 
everything in South Dakota is all 
prosperous, that the merchants are 
doing the biggest business of their 
lives, and the combination of splendid 
crops and fine business is making his 
territory surge with prosperity. 


A CHANGE OF TERRITORY 


William P. Grant Is Now in Los 
Angeles 


William P. Grant, who for the past 
three years has been associated with the 
Cahn-Nickelsburg Company of San 
Francisco as city salesman, has been 
transfered to Los Angeles, where he will 
represent the firm in the southern part 
of the State. This territory was for- 
merly covered by H. K. Givens. Mr. 
Grant’s position in this city will be filled 
by Herbert W. De Bouille, who returned 
only a short time ago from 18 months’ 
service overseas. Before the war he was 
connected with the Fithian-Barker 
Shoe Company of Portland, Ore. 


ELMER UPHOFF 


Traveling Coast Territory for E. J. 
Egan Shoe Company 


Elmer Uphoff, representing the in- 
terests of the E. J. Egan Shoe Company, 
San Francisco, is now making the rounds 
of the Sacramento Valley and the north- 
ern part of the State. 

















Buyers’ Easy Reference Director 


“hose totally different shoes ” 





WOMEN'S FINE SHOES 
IN STOCK! 


Calf Military Blucher, Goodyear Welt, 
Plain Toe. 14-8 Heel.............- $7.50 


GPT. Vcunceccclclenesstccopes $7.50, 


173 Summer St., Boston, Mass. 


i i i a a a a a a 
i in in ie in Lin Lin in Lin tn Mim 





= 
_— 


' 
Stock No. 4356—Same style as above 4 
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A reputation has been 

made for our American 

Glazed Kid of which we 
are justly proud. To maintain 
a reputation is no less difficult 
than to obtain one, but by un- 
varying standards of manu- 
facture it can be done. We 
keep quality high. 


Expert attention to 
export trade. 
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Our factory being remodeled we must 
make way for workmen and in order to 
move quickly we offer you for immedi- 
ate delivery 10,000 pairs Black 
Boudoirs in 36 pair case lots only, 
sizes 3-7, 3-8, 4-8, 5-8 at $1.45 less 5% 
ten days, for a few weeks only. Send 
in your orders. 


THE BAKER SHOE CO. 


280 River St., Haverhill, Mass. 
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IN STOCK 


on the floor ready to ship 


FINEST QUALITY WELTS 


No. 1052 (Made by Cotter Shoe Com- 

any) Patent Vamp, Mat Kid Top, 

Lenlier Louis Heel, A-D....... $5.75 

No. 1561 (Made by P. J. Harney Shoe 

; omen ) Brown Calf, Plain Toe, 

Leather Neate Heel, AA-D...... $8.00 
Same in Military Heel. 


EIGNER SHOE COMPANY 
173 Summer St., BOSTON 



























: C#ine 
‘Welt Footwear 
Sor Women 


WELCH, MOSS & FEEHAN CO. 


HAVERHILL, MASS. 
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BEADED BUCKLES 
In Stock and To Order 


Variety of Designs or Your 
Own Suggestions. 


Prices $1.65 to $2.50 


Samples on request. 


151 Vanderbilt Ave., Brooklyn, N. Y. 


Waverly Shoe Trimming Co. : 
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Make Your Show Window 
Pay Your Rent 

| Our line of Period 
Display Fixtures 
will help you make 
effective window 
displays. 

Many sales are 

made on the 

sidewalk. 


New catalog No. 92 
on request. 











1148 West 
Fourth St. 


The Oscar Onken C Cincinnati, O., U. S. A. 











FANCY SPATS 
The Kind That Fit 


Fine Grade Felt—10 Button 
$14.50 dozen pair 
Extra Fine Box Cloth—10 Button 
$24.00 dozen pair 
SHOE 'LACES—SHOE POLISHES 
Colonial Buckles, Tongue Pads 


Write for new Catalog of 
General Shoe Store Supplies 


LINCOLN STORE 
SUPPLIES CO. 
The House of Service to You 


1508 Washington Ave., St. Louis, Mo. 



























